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The CONNAUGHT 


A Portrait from the New 
Bootmaker Catalogue 


Fine sboes are finely set forth 
in this handsome new cata- 
logue, the talk of the trade. 
If you haven’t met Bootmakers 
in the leather, the printed page 
will show you that you have 
something to look forward to 
Send for your copy. 
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BOOTMAKERS Must EXCEL OTHERS 


To win and hold their destined place, to satisfy the most critical 
buyers of highest-quality shoes, Freeman Bootmakers have been built 
with the clear understanding that they must offer certain very definite 
advantages. They must be finer shoes than you have ever been able to 
buy in their price range —finer in quality, finer in styling, finer in the 
service that accompanies them. 

That is what we now offer you. With our rich background of experi- 
ence in making millions of pairs of fine shoes, we have cast aside every 
limitation—to build the best shoes possible, regardless of price .. 
Investigate Freeman Bootmakers now. You will find that they represent, not 
merely exceptional quality, but also an exceptional profit opportunity. 
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VOICE of the TRADE 


NATIONAL income for the year 
1937 is gauged by the U. S. De- 
partment of Commerce at $70,- 
000,000,000—an increase of 12 per 
cent over last year. The national 
income in 1936 was $62,056,000,- 
000. The department experts say 
that if the present upward curve is 
sustained, the year 1938 might 
reach the 1929 total of $78,178.- 
000,000. 





That’s a lot of money! The shoe 
industry will take one billion dol- 
lars of it in 1937 and give the pub- 
lic the most for the value, in so 
doing! 

Wahl Streeter in “Fairways in 
Finance” in the Golfer & Sports- 
man, says: 

“The national income will not 
only go up to 80 billion, but very 
likely up to 90, 100 and 125 bil- 
lions within the next few years. 
That will happen because, after 
having wisely abandoned the gold 
standard, we foolishly adopted the 
debt standard. Our national income 
can now become anything that Mr. 
Roosevelt and Congress want it to 
be. They have only to continue 
helping the farmer, granting cotton 


loans, continuing W.P.A., C.C.C. 
and Relief and our income will con- 
tinue to climb. Since these expen- 
ditures assure their popularity and 
continuance in power and, for the 
time being, look like real pros- 
perity, who in the world can stop 
them ? 

“Mr. Roosevelt and his advisers 
have been shrewd enough to put 
plenty of braking power on this 
present inflation machine and they 
are using it to enjoy a gradual and 
long-drawn recovery. Before each 
election the brakes are released and 
‘prosperity’ re-elects them. For this 
reason, it seems very safe to fore- 
cast a national income around 100 


billions in 1940.” 





MARS. ADELE C. ELGART, man- 
aging director of the Specialty 
Stores Association, at a Fashion and 
Silk Dress forum held in the grand 
ballroom of the Waldorf-Astoria 
Hotel, under the auspices of the 
International Silk Guild, declared 
that manufacturers should be 
guided by the time-need of the 
wearer, with the proper merchan- 
dise in retail stocks at the time best 


Page 13 


suited to the purchaser. Showings 
now seem to be guided, she said, b 
“Paris openings, designers’ inspira- 
tions, merchandisers’ headaches. 
buyers’ buying trips, dress manu- 
facturers’ habits and storekeepers’ 
inventory periods. All of these 
really have nothing to do with the 
activities of women and the climate 
in which they reside.” 





MARK TWAIN once said: “Every- 
body talks about the weather but 
nobody does anything about it.” 
Therefore, they have organized 
NATIONAL WEATHER WEEK. 
Nov. 6 to 13—to do something 
about it. 

This week has been selected as 
the ideal time for Winter promo- 
tions, based on the slogan: “Pre- 
pare Now for Winter.” A nation- 
wide cooperative campaign has 
been started by a thermometer con- 
cern—the Taylor Instrument Com- 
panies, who are trying to make the 
public aware of thermometers, 
barometers, etc., by making a mar- 
ket for woolen coats, Winter shoes 
and all of the things that go into 
the needs of the American public 
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in safeguarding against Winter. 
The campaign is planned to help 
sell other Winter merchandise by 
making customers weather con- 
scious. 
~ * * 

THE Shoe Man’s Gettysburg Ad- 
dress—by J. Edw. Tufft: 

“Four score and seven years ago 
our fathers manufactured on this 
continent clodhopper shoes, con- 
ceived from cowhides and dedi- 
cated to the proposition that the 
feet have nothing to do with style. 
Now we are engaged in saner shoe- 
making, attesting that mud-hook 
footgear, so conceived and so manu- 
factured, cannot long be endured. 

“We are met on a great battle- 
field of style competition. We have 
come to dedicate the greater portion 
of that field to those who believe 
in more comfort and personality in 
their pedal extremities. It is alto- 
gether in the fitting, designing and 
selecting of material that we are 
doing this, for in the name of sense, 
since we cannot eliminate we must 
not desecrate, we must not emascu- 
late, people’s feet! 






“Those few elders, living, but 
nearly dead, who wore the mud- 
hooks, have suffered far beyond our 
poor power both in their feet and 
backs. 

“It is for us the living to be here 
dedicated to the unfinished task 
which the early manufacturers who 
struggled here started and left us 
to advance. 

“Let us highly resolve that even 
mud-hooks shall not have existed 
in vain, that from such misfits, from 
the corns and bunions that they 
produced, we shall take increased 
deviation, and that shoes complimen- 
tary to the feet, comfortable for the 
feet and patterned somewhat like 
the feet, shall not perish from the 
earth.” 

* * . 
THOMAS ROBB of the National 
Retail Dry Goods Association has 
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MORE ABOUT 
SHOWMANSHIP 
—_— 


Oleg 


—We are at the beginning of an era 
when showmanship in merchandis- 
ing must be regarded as a prime 
requisite. 

—For we are living in an age when 
competition is confusingly keen; 
and in which the imagination is 
being given freer rein than ever 
before in business history. 

—Showmanship to be effective, 
however, must have an honesty of 

Fc and a basis of fact. 

avid Belasco, that genius among 
showmen, once said: "Never fake 
—the public will always catch you 
and never forgive you." 

—Don't confuse cheap ballyhoo, of 
which there is altogether too 
— these days, with showman- 
ship. 

—For true showmanship in business 

is nothing more nor less than the 

stimulating dramatization of fact. 


Zt & TE 


President 








issued a report entitled: “A New 
Concept of Retail Sales Promo- 
tion,” in which he urges that 10 
per cent of the advertising allow- 
ance of every store “be used for ex- 
tending the public relations pro- 
gram.” He stresses the need of a 
thorough examination of what the 
customer wants and a clear-cut un- 
derstanding of the retail sales pro- 
motion function. He discovered that 
70 per cent of consumers are satis- 
fied “with regular prices that are 
reasonable” against 30 per cent 
who like “low prices at special 
sales.” 

He further states: “The average 
store spent more than 4.5 per cent 
of net sales in total publicity in 
1936. The sixteen best profit-mak- 
ers, from a percentage standpoint, 
averaged 4.6 per cent.” 
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CHARLES F. KETTERING, vice- 
president of General Motors, in 
charge of research and develop- 
ment, says: 

“We pay too much attention to 
what we have achieved, not enough 
to what is to come. To the unim- 
aginative, the world is always fin- 
ished. I don’t know how far we 
can go with our shape of heads 
but the possibilities of future de- 
velopment beggar any words you 
can think of.” 

He also expresses the wish that 
the “general public would drop the 
idea that motor manufacturers were 
keeping something back or holding 
out on them. That isn’t true—the 
automobile business gives you the 
last drop.” 

And believe it or not, in the same 
issue of the paper that quoted the 
above—an advertisement on men’s 
shoes said, in high enthusiasm: 
“New medallion tip for Fall on 
men’s shoes—the attention to detail- 
ing, etc.” 

Maybe what the men’s shoe busi- 
ness needs is a Kettering to put 


more imagination into it. 
* * * 











WILLIAM F. WASHBURN, vice- 
president of D. Armstrong & Com- 
pany, Rochester, N. Y., by special 
invitation of the Medical Society of 
San Francisco, addressed the Medi- 
cal Society of California on Sept. 
14 on the research conducted by the 
Gait Laboratory of the University of 
Rochester and its findings to benefit 
human locomotion as expressed in 
shoes. 

This is the first time in recent 
medical history that a layman has 
been accorded this recognition and 
opportunity. Certainly this is a 
forward step in attempting a meet- 
ing of minds of the shoe industry 
and the medical profession, which 
is so vital to our industry. 

* _ e 
AMES H. STONE of the New 
England Shoe & Leather Associa- 


tion reports: 
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“The United States Tariff Com- 
mission, acting under our Senate 
resolution calling for a complete 
investigation of the differences in 
production costs of cemented shoes 
here and abroad, has sent out four 
investigators to study conditions in 
the New England shoe factories at 
first hand. These men are Ralph A. 
Wells, shoe expert for the commis- 
sion, two economists, Messrs. Trean- 
or and Whelan, and a cost ac- 
countant, Mr. Morgan. We urge 
all our members to cooperate as 
fully as possible with these men.” 


* # & 








E. S. MORSE of Lowell, Mass., 
manager of the Morse chain of shoe 
stores, sailed for Africa, to gather 
more specimens of natural science 
for the Morse Museum, which he 
maintains at the Morse homestead 
in Warren, N. H. It is the sixth 
trip—and Mrs. Morse is traveling 
with him. 


* * * 


ARTHUR H. BRAYTON, person- 
nel manager of Marshall Field & 
Company, Chicago, declared that 
according to the International Sta- 
tistics Bureau, the public’s buying 
power is up 14 per cent over 1929, 
while prices have not advanced as 
much, and that there is at present 
little danger of a buyers’ strike. 

“How and what? Better selling 
from a dramatized point of view 
is the answer. Every advertising 
man knows that a good product 
well advertised, sells. Better sales- 
manship and showmanship go hand 
in hand with good products as the 
foundation. I say, use this show- 
manship, dramatize your advertis- 
ing and public relations more than 
ever. 

“It is important today to tell in 
our advertising and selling what 
the product will do for our pros- 
pects and customers as well as 
merely what it is. Everyone is pri- 
marily interested in themselves; in 
No. 1: give a man a map of the 





world, and he immediately looks 
for his own home town; hand a 
woman a calendar and she turns to 
her birthday. Tell what your prod- 
uct will do for the customer, tell 
him why he wants to buy rather 
than why you want to sell, tell him 
what he wants to know, rather than 
what you want to sell. 

“We must always remember that 
markets are people, not clients, dis- 
tributors, bosses or competitors to 
be impressed. Advertising must be 
designed to sell products or ideas. 
Direct your advertising to the bull’s- 
eye, the consumer. Do this and 
your business and business life, as 
Mark Twain said, can be conducted 
with ‘the calm confidence of a 
Christian—and then he added, 
‘who holds four aces.’ It seems to 
me that advertisers have a whole 
handful of aces and that your pos- 
sibilities of playing them well and 
profitably for 1937 and 1938 are 


excellent.” 
*% * % 


6 QQUEEZE, Squirm, Squeal,” 
say Maling Brothers of Chicago. 
In the daily newspapers, they made 
effective use of the current na- 
tional advertising campaign slogan 
of Philco Radio Corporation’s “No 
Squat, No Stoop, No Squint” ap- 
peal, by describing the qualities of 
a new model women’s shoe as hav- 
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ing “No Squeeze, No Squirm, No 
Squeal,” and further qualified 
with: “Here’s a shoe so beautiful 
that wild horses couldn’t keep you 
from wearing it. You slip into it 
without hooks, straps or buckles. 
It molds to your foot like a glove, 
the lastex-treated suede gives with 
every movement of your foot, yet 
never gapes and always hugs with 
classic beauty.” 


* * * 


COOPERATION 


Don’t dash along in your pathway. 
With never so much as a glance 
At the needs and the problems of 
others. 
Give the other fellow a chance. 


Like you, he is having his problems 
Of struggle and circumstance. 

Like you, he is often discouraged. 
Give the other fellow a chance. 


To think but of self is to stumble. 
To live by the thrust of the lance 

Leads only to ultimate failure. 
Give the other fellow a chance. 


Remember, some day you may need 
him, 
And fear, should he look askance. 
Consider his need. Be a brother. 
Give the other fellow a chance. 


—Clarence Edwin Flynn. 





"What's this? Have we had a blessed event around here or have you achieved the 
ultimate in mismates?" 





Bumper Crops 





CURRENT happenings, at home and abroad, combine 
to focus the interest and attention of business men, to 
an even greater degree than is usual at this season, on 
the future outlook for trade and industry, with special 
reference to the remainder of this year and the first 
quarter of 1938. 

Taking a quick glance backward to refresh our 
mental picture of 1937 up to now, we recall that the 
year came in on a wave of optimism, which was quick- 
ly tempered to some degree with the anxiety which 
arose over labor conditions as strikes developed in the 
automobile industry and elsewhere. Notwithstanding 
these disturbing factors, business continued to increase 
in volume and prices advanced rapidly, until the Ad- 
ministration was prompted to intervene in the late 
Spring, fearing that a boom psychology was getting 
under way with the consequent danger that prices might 
advance too rapidly for the purchasing power of the 
great masses of the people to keep pace. The Presi- 
dent added his warnings to those of the Chairman of 
the Federal Reserve Board, which body had already 


taken restraining action by raising the reserve require- 
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Will Add BILLION 


This year’s bountiful crops, says the September busi- 
ness survey of the National City Bank of New York, 
will mean “new wealth and prosperity in the farm 
areas, on the basis of plenty instead of scarcity. Pro- 
vided the products the farmer buys are not advanced 
too rapidly in price, the farmer gains and has his pur- 
chasing power increased, and the urban worker also 
gains, through the lower cost of food. This is a far 
sounder foundation for business than the distribution 
of hundreds of millions of dollars in a soldiers’ bonus, 
widely acclaimed as a business stimulant a year ago.” 


ments of the Federal Reserve Banks and advancing the 
rediscount rate. 

Whether these measures proved too sharp a check 
to the advancing momentum of business, or whether 
purchasing power was in fact too limited to enable the 
public to take the increasing production of factories 
at the higher price levels, retail trade did show a more 
than seasonal slackening in some localities during the 
Summer months, and in general the increases shown in 
sales during the Summer over corresponding months 
last year were considerably lower than during the pre- 
ceding period. It should be borne in mind in this con- 
nection that the increased productive activity in the 
early part of the year, reflected to some extent the 


















































building up of inventories in anticipation of rising 
prices. At any rate, buying from wholesalers and manu- 
facturers slackened during the Summer and this ten- 
dency added to the increasing complexities of the inter- 
national situation, the undeclared warfare in the Orient 
and the delicate situation in Europe, caused: consider- 
able apprehension which doubtless played a part in 
the sharp declines in security markets early this month. 

That is the general picture at this writing, but there 
are other factors of a counter-balancing character to 
be considered in trying to gain a perspective of the 
probable course of future business. And there is also 
the question as to whether an exaggerated interpreta- 
tion has not been placed on such slackening in the 
pace of industry as has taken place up to now, remem- 
bering the fact that even in times of recovery the rise 
of production and sales is marked invariably by a 
zig-zag line rather than a steady, uninterrupted ascent. 

Regardless of the fact that the tempo of industry 
did slacken during the Summer. as compared with the 


Better than Bonus of Last Year as Stimulus to 
Business, Declares Economist’s Survey, Because 
It Adds New Wealth to Nation’s Store and 
Thereby Accelerates the Pace of Industry in 
Every Line. Incomes of Farmers and Wage 
Earners Have More Than Kept Pace With 
Rising Prices. 




































































Government crop re- 
ports and analyses 
by agricultural au- 
thorities point alike 
to big increase in 
farm incomes and 
purchasing power 
this Fall. 
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To BUYING POWER 


earlier months of the year, the conservative and well- 


-.informed New York Times, in an article by Burton 


Crane published Sept. 12, points to the fact that August 
was the best eighth month of any year in history save 
1929 and declares that even if, as some hold, the curve 
is flattening out, nevertheless it is still moving upward. 
“Business sentiment is worse than business,” writes 
Mr. Crane, “and stock market sentiment is worse than 
business sentiment.” 

“The more conservative temper displayed by the last 
Congress and the improvement achieved in employer- 
labor relationships during the Summer” are cited by 
the National City Bank of New York, in its September 
letter on business conditions, as “distinctly heartening 
developments.” The survey goes on to say: “They give 
courage to business men to broaden and expand their 
activities, and, unless offset by adverse developments 
elsewhere, tend to promote the further recovery of 
employment and production.” 

Referring to the fact that manufacturing activity was 


Ard when the Farmer 
Gets It, He Spends It 


maintained on a high plane during the Summer mainly 
by generous backlogs, and that new commitments have 
in many instances fallen below shipments, this National 
City economist concedes that “in the so-called lighter 
industries, including textiles, shoes and similar con- 
sumer goods, the tendency is towards lower produc- 
tion schedules unless new buying develops in volume 
in the near future.” He goes on to say: “These indus- 
tries have all been operating at high levels for two 
years or more, but owing to the falling off in replace- 
ment orders the quantity of unfilled business has been 
declining steadily since April... . 

“Some shoe factories are now operating only three 
days a week until heavy stocks of leather and shoes can 
be worked down. Shoe production has broken all 
previous records for the past two and a half years. 
so that some let-down for the second half would not 
be surprising. 

‘Notwithstanding the uncertainties referred to above. 
it is evident that present business and employment con- 
ditions are highly satisfactory as compared with what 
they have been in any year since 1929. The explana- 
tion for this recovery is simple and carries the key to 
the future—correction of the abnormal price dis- 
parities of the depression, thus permitting the restora- 
tion of the exchange of goods and services between 
the various groups that compose the economic system. 

“While prices and living costs have undergone ad- 
vances during the past year, it does not appear that 
the rise has been out of line with the increase in 
national income. According to the National Industria] 
Conference Board, the cost of living index for July 
stood at 88.9 (1923 — 100) compared with 85.2 for 

[TURN TO PAGE 42, PLEASE] 
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WILLIAM S. DICK 


“6° AM playing my men’s business the safe way,” a 
visiting shoe man told me recently. “Just buying the 
sure selling sizes and numbers from stock, then letting 
the other fellows worry about the end sizes and the 
new things.” 

“And how is your business holding up?” was the 
natural question. 

“Just so-so, but we are doing a real job on the wo- 
men’s side. There is action, even if we do not make as 
much money proportionally as we do selling men’s 
shoes.” 

This store should be doing a real men’s business. 
There are several steady important pay rolls in the 
town, and the back country is in good condition. The 
lines carried by this merchant have good in-stock num- 
bers, but my friend’s insistence on sticking to the so- 
called safe style buying course was due to the fact that 
he did not fully realize the possibilities of developing 
his men’s business. 

One big mistake made by this retailer was that he 
was only depending on part of the resources of the 
manufacturer’s in-stock service. He was missing the 
trade of the many men who are definitely interested 
in new smart numbers. That does not mean the so- 
called high school or flashy college stuff by any means. 

Adding a good smattering of new different shoes 
from a factory in-stock department will brace up any 
shoe department. The element of chance is practically 
eliminated. No manufacturer will gamble his money 
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IN-STOCK 
SERVICE 


Average Men’s Shoe Buyer Can Now Obtain 
At Least 75 Per Cent of His Needs from 
Manufacturer’s Stock Department, and Can 
Do More 


Business on Smaller Investment 





in stocking shoes which will not sell, so the individual 
merchant who strings along with a good factory in- 
stock department cannot go very far wrong. 

There has been a tremendous improvement in in- 
stock services as far as men’s shoes are concerned, 
during the past few years. Thé average merchant can 
buy at least a good 75 per cent of his needs from 
in-stock departments. As a matter of fact, I doubt if 
the great majority of merchants can visualize styles 
as well as the manufacturer. The manufacturer sur- 
1ounds himself with keen competent minds both in 
the factory and on the road. These men are constantly 
on the alert for all new developments in the way of 
lasts, patterns and materials. 

Therefore the shoe buyer is much safer in depending 
upon live in-stock styles than he is in trying to create 
his own or—even worse—neglecting this very profitable 
business entirely. A buyer can be reasonably sure the 
new numbers will be salable when they come from 
some in-stock department in which he has confidence. 

Aside from the importance of having shoes that are 
styled right is the financial side of the story. Obviously, 
one can operate on a much less amount of money when 
buying from in-stock regularly that he can when only 
make-ups are considered. 


NOW this visiting friend of mine is in a city of 50,000 
and has some $15,000 tied up in his men’s shoe stock. 
He really could double his business and halve this 
investment if he paid more attention to this part of 
his business. It would only be necessary to do two 
things, watch carefully the demand for the new things. 
then buy them from stock, sparingly at first, adding 
styles as the real demand proved itself, ordering every 
day if necessary to satisfy a customer, and once a 
week for a thorough sizing. 

No one can sell shoes, much less satisfy the trade, 
unless the shoes are either on the shelves or can be 
had immediately from some good stock department. 

Frequent in-stock sizing means the practical elimi- 
nation of deadwood and the consequent need of hold- 
ing sales at regular or irregular intervals. 
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A Boon to the 


by 
WILLIAM 8S. DICK 


General Manager Men’s Shoes, 
INNES SHOE Company, Los Angeles 


Upper size sheet illustrates the number of 
pairs of shoes which a store must buy on 
the make-up basis to have a run of sizes. 
This initial order of 96 pairs will take at least 
two months to make, while if this shoe was 
bought from an in-stock service, an initial 
order of 36 pairs would suffice. (See lower 
size sheet.) 

Forced make-up buying means a heavy in- 
vestment on the one number, while the same 
dollars could be made to do double duty if 
the shoes were bought from in-stock, as 36 
pairs only would be needed. If the shoe 
turned out to be a good seller, immediate 
resizing would fill the shelves, whereas if the 
shoe was made up, it would take about two 
months to get the needed sizes. Sizes never 
sell in the same proportion as they are bought. 
One day all the 8 Cs will sell, then the next 
dany the 84 Cs with a certainty of more cus- 
tomers coming in for these sizes immediately. 
Sales are saved by having the missing sizes 
coming to the store at regular intervals. 


As the business in this store grew, it might be ad- 
visable to go farther in having a few styles made up— 
shoes which would be very smart. Every store needs 
shoes of this nature to keep in step with that decided 
trend for more styleful men’s shoes. Just the same, 
there are more and more buyers who are depending 
heavily on the stock departments of their supplying 
manufacturers. 

Sizes carried by the manufacturers are so complete 
that even those of us in the larger cities depend con- 
siderably on the stock services. Even in a large or- 
ganization like the one that I am associated with, we 
cannot afford to go on our own entirely. We must 
carry styles that are out of the ordinary, but even 
so we do carry a considerable proportion of goods 
from stock. ; 

Here, the make-ups and the in-stock shoes will run 
about even in pairage at the start of the season. How- 
ever, the in-stock shoes will sell so much faster that 
in the final analysis, the in-stock business will amount 
to 75 per cent of the store’s business, whereas styles 
we originate are advertised and featured as something 
new and distinctive. Considerable more selling pres- 
sure and sales promotion is put on the makeups than 
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on the Also the 
much less on the in-stock numbers. 

“Why carry them?” you ask. These shoes are con- 
sidered primarily as “prestige builders.” They are 
customer attracters. They are profit producers, but do 
not produce as much profit as the in-stock numbers. 
Both types are necessary to have a balanced stock in 
a city store. 


in-stock numbers. markdowns are 


AFTER a retailer becomes known through the indi- 
vidual shoes he carries, he at least interests the con- 
sumers in his community to look over his merchandise. 
even though they are patrons of another store. This 
attracting of new people always results in selling more 
and more of the staple and smart in-stock lines. Men 
are attracted by the new things, but they do not always 
buy what they see in the window. 

A successful men’s shoe buyer must have new things 
coming in all the while, just as much as is practiced 
on the other side of the house. That is why it pays 
to buy a few new in-stock shoes every so often. Hold 
back some of the purchase money, there is always 
something new and interesting that a store should be 
open to buy. 

[TURN TO PAGE 36, PLEASE] 














The Trend toward Lower Fronts in Dressy 
Shees Brings the Pamp Back inte the INews 


LINE them up on the shelves, these top sellers in dress 
shoes, and see what they look like. If women want 
variety—and when don’t they?—you can give it to 
them, from the lowest opera pump to the highest 
molded front. Take your choice, and, if you are wise, 
take a few of each because you will have customers for 
all types. We have it on the best authority from manu- 
facturers and retailers all over the country. 

The pump is with us again for several reasons. It 
Hatters the foot. It is young and trim. It meets many 
needs. Women just plain like it. One leading manu- 
facturer of opera pumps reports reorders more than 
twice the size of last year. He is making it in three 
heel heights and a rounder toe. The high molded front 
is an established favorite now and many women will 
continue to want it. Between the two is the low pump 











stepin. It is a good compromise between the two 
extremes and a very smart type. 

In materials, suede leads the list to the middle of 
November. Sueded kid is especially suited to the 
dressy shoe. South of the Mason and Dixon line and 
west of Pittsburgh, smooth leathers register a higher 
percentage for this same period, according to one manu- 
facturer. Beginning with November or December, 
smooth leathers will replace suede in all parts of the 
country. Fabrics, notably gabardine, will assume some 
importance. All through the Winter, some patent will 
be sold in pumps. 

Black and brown are, of course, tops in color with 
black well ahead. Blue has growing importance in the 
novelty group which includes wine, green, rust, and 
spice. 

Trimming details show good taste and originality. 
The most popular is the wide band or narrow piping 
of a contrasting leather surface. Strippings, of gros- 
grain ribbon or moiré, are good, also buttons, bows, 
scalloping, and pipings. Kid is frequently used in pip- 
ings and a smart note is silver kid on black suede and 


Descriptions will be found on page 35. 
Merchandise sources will be supplied on request. 


gold kid on brown. Some opening up of the vamp in 
all high fronts is noticeable, also overlapping asym- 
metric effects. Stitchings are cleverly used to emphasize 
these details, the interest in multicolor being seen in 
muticolor threads. 

What’s news in lasts? Toes are generally rounder. 
Heels run 17/8 to 19/8 for dress, showing the trend 
to higher heels although a certain interest in the oppo- 
site direction is also noted. 

One manufacturer of evening slippers reports a 16/8 
Cuban heel his best seller. He considers it to be the 
outgrowth of the vogue for flat heels. Another defi- 
nitely stresses 20/8 as his best height. Materials in 
these slippers are chiefly dyeable crépes and satins. A 
metallic cloth of silver or gold thread on white crépe 
or satin is equally practical for dyeing and supplies 
a smart metallic note. Some metallic paisleys are to 
be found. New in interest is a gold or silver satin with 
a slight embossing to give it the appearance of a 
brocade. Two of the best patterns are shown in the 
accompanying sketches. T-straps are perennial favor- 
ites from the point of view of appearance and of fit. 
A low cut front and anklet strap is young and smart. 
The lattice work toe shown is one of the outstanding 
details in all types of Winter evening sandals. 

[TURN TO PAGE 35, PLEASE] 
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Now, They’ve Got to be Sold 


CONFUSION worse confounding in the big metropoli- 
tan centers, where white collar workers find the going 
pretty tough—with increased living costs, increased 
rents, concealed taxes and very little free spending 
money. As a result, feverish merchandising. It is 
hardly to be believed that some of the big stores would 
stoop to the kind of advertising they are now doing 
on bended knee, begging the customer to come in. 
Some of the ads offer pluperfect goods of all kinds at 
“amazing prices.” Words, words and more words! 
All trying to take the place of straight, legitimate 
value-for-the-dollar merchandise. 

So far the fever hasn’t affected shoes materially, but 
there is no telling when. The big city centers are 
strange markets—full of contradictions. The easy 
money folk have the stock market jitters. The Saturday 
money common people are trying to put a dollar in 
the bank against the rainy day prophesied in the press 
that is carrying the torch for political propaganda. 

With so much confusion, it is a wonder that trade 
goes on as well as it does. It is really astounding the 
vitality of retail trade, for they do say that even under 
the violent bombardment in Madrid and Shanghai 
that stores continue buying and selling all sorts of 
commodities, useful and useless. The stream of life is 
tied up with things, things, things! 

Another evidence of the haste, hustle and hopes of 
merchants is the blatant window displays. Everything 
goes on the background—hot color, humpty-dumpty 
eye irritations—all to make the pedestrian stop. The 
wonder is that the passerby can even see the shoes. So 
few window designers ever give a thought to letting 
the merchandise tell its own sane story. All the ex- 
ternal signs of a merchant mind that is in wild disorder. 

It is refreshing indeed to see a shoe store that has 
a true affection for its product and its service. It is 
like a cool oasis to a parched wayfarer. As a result, 
the calm, orderly business based on giving the public 
real values in footwear, real pride in selection and 
real service at the fitting stool, is being appreciated 
by the public. 

Shoes are bought with the idea of use and satisfac- 
tion—not as cocktails, stimulating when taken and with 
a bad taste thereafter. What do you make of a sign 
that says: “It’s swell to feel swell!” Isn’t that in- 
spiring? But it wasn’t used in connection with shoes, 
but rather to sell cigarettes. Through the ingenuity 


Sy ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


of a little merchant, who cut off the top banner stating 
these words and used it as a window card over his 
shoes, it had a more literal use. 

When there is a glut in merchandise, watch out! 
Then something happens! The public may be perverse 
and will have none of it, wanting some new style with 
some new appeal; thus confounding the merchant and 
sinking him in his own inventory. A real truth was 
said by a metropolitan store when it quoted a customer 
as saying: “You have so many shoes, I can’t find the 
one I want. Starving in the midst of plenty.” 

So it behooves every merchant to watch with double 
attention the customers who leave the store without 
purchase. This is the day for the man at the fitting 
stool. He is the key to the entire situation. It may be 
true that there is within the store a size, a width, a 
heel and last that will fit the customer, but not only 
the foot is to be fitted; but the eye must be fed with 
the right style at the right time and at the right price. 
So with shoes aplenty in the big metropolitan cities, 
there is still the problem of satisfying the customer 
with precisely what is wanted. 

The amount of special orders that have been rushed 
to factories in the last few weeks is staggering. This 
in the face of eighteen months of the highest produc- 
tion of shoes this country has ever known. 

Three very important months are ahead. In October, 
November and December the shoe stores of this country 
must show sales totals better than the average to make 
the year show a profit; because it is amazing how 
overhead in any one month can eat into net profits. 
Bad weather, bad business and bad public psychology 
can raise havoc with businesses large and small. We 
have geared ourselves up to the belief that the ma- 
chinery of production is all-important. We have tried 
to mesh the wheels of all the supplies needed in the 
fabrication of shoes; all the machinery needed in the 
fabrication of shoes; all the machinery needed in the 
assembling of them; all the work hours and all the 
thousand-and-one little wheels that move the shoe along 
to a place on the shelves of the shoe stores. 

But the dollars only come in at the fitting stool and 
unless they do, the entire machinery slows down. We 
stress again and again the need for fitting stool attention. 
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Handsome is 
as handsome 


SELLS 


@ No fine shoe could 
boast a handsomer heel 
than the Goodyear 
“Custom” or the Good- 
year Wingfoot. 


These tough, smart heels 
have no visible nail holes. 
They look part-of-the- 
shoe. Their trim appear- 
ance — and their great 
name —add handsomely 
to the popular sales- 
appeal of any shoe. 


That’s why manufactur- 
ers gladly pay extra to 
fit their shoes with 
Goodyear Wingfoot and 
Goodyear “Custom” 


heels. 
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MORE PEOPLE WALK 
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EVERY season brings new ideas in shoes for 
boys and girls. The in-stock numbers for this 
Winter are unusually interesting and varied. The 
best leathers in a diversity of finishes have been 
used. A range of smart and suitable patterns 
has been achieved. Specially interesting are new 
treatments of classic patterns and adaptations 
of women’s styles for girls. 

Certain leathers are continually popular as 
specially suited to the needs of active boys and 
girls—big and little. Elk is outstanding among 
these and is selling in tan and brown in large 
quantities for all ages. In washable white it 
continues to be one of the leading leathers for 





babies. For babies and little children, white 
buck and kid are also selling. There is always 
a place for kid dress and health shoes in all 
sizes. 

Smooth calf is proving the ideal leather for 
older boys and girls who have begun to consider 
style and who are more careful of their shoes. 
For boys, Norwegian calf is the best seller in 
the higher price brackets. Reversed calf is grow- 
ing more and more to be the first choice for the 
girl of this age who wants a shoe with a suitable 
finish to go with her sport clothes. Patent is 
her favorite for party slippers. For a smart 

[TURN TO PAGE 35, PLEASE] 


For descriptions see page 35. Merchandise sources will be supplied on request. 
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in Perforated Suede 
with Soft Toe 


IN STOCK 
FOR IMMEDIATE DELIVERY 
No. 2419—BLACK AAAA—5 2 to 9 
No. 4419—THRUSH AAA—4 % to 9 
No. 3419—BLUE AA—4 to 9 
No. 6419—WINE A—4 to 9 
No. 5419—-GREEN B—2 to 9 


20/8 Continental Heel. Price. $4.10 


ae ee BRAUER BROS 
@ 


on orders for less than four pairs assorted . . 
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Silk Grosgrain 
s3xehKe| 


IN STOCK FOR IMMEDIATE DELIVERY 


No. 2627—BLACK AAAA—5 \% to 9 17/8 
No. 4627—THRUSH AAA—4 % to 9 Continental Heel 
No. 3627—BLUE AA—4 to 9 


No. 6627—WINE A-4 1 to9 
No. 5627—GREEN B—2 ps 9 Price $3.90 


SHOE CO. 22 So. Sarah St. ST. LOUIS, MO. 
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Men’s Shoe Fashions 
And Their 
Eeonomie Aspect 


From an address delivered by Joseph T. 
Geuting, Jr., Buyer and Manager of the Men’s 
Department, A. H. Geuting Co., Philadelphia, 
and Chairman of the Men’s Style Committee of 
the National Shoe Retailers Association, at the 
Spring Style Conference, Waldorf - Astoria, 

New York, September 9, 1937 


SHOE fashions, quite contrary to what many would 
have us believe, are not important by themselves but 
depend utterly and entirely on the rest of one’s dress. 
They are, in truth, accessories, and in choosing a ward- 
robe, shoes are chosen invariably to complement the 
major portion of men’s clothing. Further than this, 
shoes must have complementary comfort. This com- 


f--fort phase of shoemaking, in the minds of the ultimate 


wearer, is by far the most important. 

Men’s shoe fashigns thereby assume three major 
aspects: First, what the style is. Second, will the style 
or fashion affect comfort? Third, how can these new 
thoughts be presented to excite interest? All of these 
are eminently economic, as they exert a direct influ- 
ence on,the acceptance and salability of men’s foot- 
wear. 

Today there exists a style confusion which is most 
unfortunate and unless a merchant takes, shall we say, 
extension work in style and keeps apace of fashion, 
he will shortly find himself in a hopeless position. 

Men in the past few years have seen fit to accept 
change in fashion and color of their apparel to a greater 
degree than ever before. This is contemporary. Regi- 
mentation of style is becoming less and less apparent 
and individuality in dress, of course, cast in a con- 
temporary pattern, is more apparent. 

I qucte a style authority who says, “At the present 
time we are in.a rehabilitation of everything and from 
now on economics should be stressed as being vitally 
important in replacement. Our railroads are replacing 
black locomotives with colorful and dynamic Zephyr 
trains which have beauty appeal as well as increased 
efficiency. Aviation is colorful. Architecture is under- 
going sweeping changes. Automobiles are more and 
more striking and colorful.” 
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JOSEPH T. GEUTING, JR. 


Men are accepting these changes today just as they 
are accepting more colorful apparel. There is no doubt 
that man’s attire is behind as compared to the progress 
of many of the things with which he lives. Man is 
generally credited with being a slow-thinking animal 
and for this reason most apt to duplicate that which 
he had before. But, I warn you, ladies and gentlemen, 
that this slow-thinking creature is developing style sense 
and knowledge far faster than he is generally given 
credit for and for very good reasons. His whole sur- 
roundings are molding his new pattern subconsciously. 
The very magazines he reads are illustrated with im- 
peccably clad figures. 


DO you know that some magazines even go so far 
as to employ a stylist to assist the artists, so that the 
attire and surroundings of the illustrated characters are 
authentic and proper? What steps are you taking to 
stay abreast and ahead of the buying public? 

So fashion in men’s apparel at last has reached a 
point beyond necessity and again is giving an oppor- 
tunity for the expression of individuality in dress. 

I must reaffirm the fact that men’s shoes are acces- 
sories and must conform with and complement the rest 
of his clothing. A merchant tailor went so far as to 
say that every shoe store ought to have samples of 
material to assist customers in selecting shoes to com- 
plement their wardrobes. 

Fortunately it is easy for a merchant who is astute 

[TURN TO PAGE 36, PLEASE] 
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HE real test for heels is “how 

long will they look new?” Since 
“Pyraheel” will not check, crack, 
split, or scuff, you can fully expect 
this new Du Pont heel covering to 
look new even after the customer 
discards the shoes. 

“Pyraheel” plastic heel covering 
is an exact photographic reproduc- 
tion of the finest custom-made built- 
up heels. Perfectly to give the feel- 





ing, texture, and finish of the best 
grain leather, ““Pyraheel”’ is em- 
bossed. Now, built-up heels can be 
matched exactly with this light- 
weight, uniform heel covering. 

Shoes with scuff-proof heels find 
an eager market. Step up your sales 
by asking your regular manufacturer 
to use “‘Pyraheel” when filling your 
next order. Write us today for a 
sample heel. 
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the fitting rule... 





PROBLEM: 


I. AM a junior salesman in a shoe store which spe- 
cializes in careful fitting. We have a continuous flow 
of young and old people who have trouble with their 
feet. I would appreciate enlightenment on three ques- 
tions, particularly as they apply to children’s shoe 
fitting. 

1. What is the basic cause of most foot ailments? 

2. What are the main points to consider in the 
selection of a proper last? 

3. What is the biggest problem which confronts the 
ethical expert fitter in servicing children? 

“Santa Monica” 

Answer: 1. Ninety per cent of all foot ailments are 
caused by ill fitted and ill selected shoes, with the 
greater part of all foot ills caused by shoes that were 
not properly selected during the formative years. 
Young and active feet need lasts which are selected 
for their individual types. 

2. We know the foot continues to grow up to the 
20th year, sometimes until the 25th year in size, 
length, width, and bone structure.- Even then, it is 
very apt to lengthen in after years due to various 
causes. The proper alignment of the body is the first 
consideration in the selection of the last. Certain lasts 
will accomplish certain results in the posture, some 
of a corrective nature, others of a trend harmful to 
the one being fitted. The right last is one which will 
give the foot the proper three point bearing. The 
weight, age, and general health of the customer must 
be considered. There are so many contributing factors 
which must be considered by the careful fitter of chil- 
dren’s shoes that great care must be taken in studying 
each one. Too often the alleged cure-all of a wide 
toe last is recommended in all cases. There is just 
as much danger of fitting shoes too large as there is 
of fitting them too small. Allow for only a four 
months’ period of growth in fitting children. 

3. The sales resistance of the mother, and often the 
doting grandmother or aunty who insist that the child 
be fitted “prettily” and not properly, is the greatest 
problem. It takes real salesmanship to overcome this 
problem. It resolves itself into more of a study of 
psychology than of physiology. It is a case of over- 
coming the desire of mothers who want their children 
to wear something which appeals to the eye and does 
not adapt itself to the practical needs of the foot. The 
first step is to gain the confidence of the mother. That 
once established, the care of her child’s feet becomes 


conducted by h. r. t. 


a routine matter with the responsibility delegated 
where it belongs: to the shoe fitter. Selling shoes not 
fitted to the child itself is the most detrimental thing 
which can-happen to the children’s business. Re- 
member this, Mr. Santa Monica, there is a vast differ- 
ence between the ethical shoe fitter and the high pres- 
sure salesman. The shoe fitter will first establish 
confidence, then sell what is right, else he does not 
sell at all, while the “big book” man will sell just 
to make a sale, regardless of immediate or ultimate 
consequences. Your questions indicate that you are 
of the former type. 


* * * 


Problem: In fitting open toe sandals, where should 
the end of the toe rest, at the end of the shoe or set 
back a quarter of an inch? 

Answer: In theory, the end of the toe should set 
back from the end of the shoe, but in actual practice, 
open toe shoes do not fit properly unless the toe is 
at the end. Advise your customers that unless the sole 
of the shoe extends beyond the great toe, bruises are 
certain to occur. Often these minor bruises will de- 
velop into dangerous infected parts. 


* * * 


Problem: When a patron has a flexible elongating 
foot and requests a style shoe, what style or type shoe 
would you recommend? 

Answer: For a patron who wishes a style shoe, we 
recommend a shoe with one or more straps, having 
at least one of them crossing the instep well back. 
This style shoe holds the heel snug and allows the 
fitting of the foot long, which is necessary in a case 
of this kind. Some of the new high front pumps and 
ties will also hold the foot in place, and will give 
the wearer a maximum amount of comfort for her style 
or dressy shoes. It is understood that these shoes are 
for dress and not for walking or general utility pur- 
poses, 


* * * 


Problem: When a patron has a short, high, con- 
tracted arch foot, is it necessary for the shank to rest 
up to the arch of the foot? 

Answer: In most cases a patron with such a foot does 
not feel really comfortable in a shoe unless the arch 
rests on the shank of the shoe. It is not absolutelv 
necessary, but it is advisable to fit it so whenever 
possible. 
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NAMES MAKE NEWS 
AND NAMES MAKE SHOLS 


ing with Eisendrath 

th tannage that has 

=: tone end soft mellow tne Kiedctate Your store name, es- 

ned locally, with the names that are famous nationally, to present the year's 
outstanding leather, Eisendrath Meerschaum Calf. We will send samples follow- 


ing a request on your letterhead. 


B. D. EISENDRATH TANNING COMPANY 


RACINE, WISCONSIN 
Day Gormley Leather Co, 195 South St. Boston, Mass. Chicago Office: 801 Merchandise Mart 
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Ohio's White Suede with Zamora and Ganges Lizard. Typical of the Ohio 
Calf Creations that received a big hand at the Leather Show, are the four 
models illustrated. Spring, and feminine customers, will welcome this smart 


combination. Because, as usual, Ohio has anticipated the demand for smart 
style and excellent tannage. W te for Samples. 


ME HTT UP TRE SHOW BY OT 


° 





Zamora Lizard Ganges Lizard 
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Attractive Lindell Boot Shop Opened 





The newly remodeled and modernized interior of Lindell’s Boot Shop presents 


this attractive appearance to its customers. 


To the left is the hosiery and hand- 


bag section which is in easy view of footwear customers who cannot help but 
notice merchandise so attractively displayed. 


JACKSONVILLE, FLA.—Lindell’s Boot 
Shop of this city recently underwent 
a complete remodeling program which 
transformed the store into an attrac- 
tive and ultra-modern place of busi- 
ness. The entire store was completely 
modernized including the interior de- 
sign, fixtures and lighting. Stock 
shelves, fixtures and display cases and 
counters are of a light-colored, grained 
wood, contrasted by darker colored 
trim and decoration. Fitting chairs are 
of the modern chrome steel type, up- 
holstered in light-colored leather. In- 


set display niches intersperse the 
expanses of the stock shelves in ad- 
vantageous spots throughout the store. 

The entire store is indirectly illumi- 
nated by modernistic hanging lights 
from the ceiling. 

William T. Perryman, president of 
Lindell’s, was formerly a member of 
the Johansen Bros. sales staff for a 
number of years, covering the south- 
eastern part of the country, before 
devoting his entire time to the retail 
end of the shoe business. 





High Cuts — Low Cuts 


[CONTINUED FROM PAGR 23] 


So here is the line-up of in-stock 
shoes for dressy wear, any one of them 
a winner for the next few months. 

High front stepins. Five shoes with 
a single thought, but various ways of 
expressing it. 

1. With opened up vamp. 


2. With overlapping flap and button 
effect. 


3. With interesting application of 
both these ideas. 


4. With restrained use of piping and 
scalloping. 


5. With tape as the only trimming. 


Two low stepins, types to watch. 
6. Flattering to the foot and dis- 
tinctly dressy. 


7. Trim and smart with popular 
scalloping and button details and 
metallic piping. 

8. The perennial opera pump which 
is coming into its own again for a 


variety of uses in different heel heights. 
Evening slippers that are year to 
year favorites. 


9. Low front with anklet strap, an 
increasingly popular pattern. 

10. Lattice work toe, one of the high- 
lights in all price brackets. 





Leaders in Children’s 
In-Stock Shoes 


[CONTINUED FROM PAGE 27] 


walking shoe, alligator or alligator calf 
in an all-over shoe or as a trim is 
gaining in popularity. Lizard calf is 
selling well in a child’s shoe, according 
to several manufacturers. Calf and 
patent are still the most popular dress 
leathers for this same age group. 

In colors for boys and girls of all 
ages, except the youngest, brown is 


‘ way ahead, although nearly all types 


of leather and patterns are made in 
both black and brown. Patent, of 
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course, is selling best in black. White 
leads all colors for little children, with 
some smoked and brown elk and some 
pastel shades in kid also selling. Blue 
and a little green are making sales 
in reversed calf for girls. 

The trend in patterns may be seen 
in the accompanying sketches. Boots 
are best sellers for babies learning to 
walk. They carry on into children’s and 
even misses’ sizes in certain types of 
corrective shoes. Oxfords, usually 
blucher type with tips, have the big- 
gest sales in small sizes for boys and 
girls. Boys continue to want moccasin 
oxfords, real or simulated, for play 
wear. But the demand for style among 
girls of this age is growing and vari- 
ous moccasin, tongue, monk, and ghillie 
treatments, are all doing good business. 
Sandals with several strap ideas, in- 
cluding the crossed strap, continue as 
the popular party shoe. 

Growing girls are buying many of 
the same patterns. Style naturally 
counts for more at this age and there 
are more adaptations and variations on 
the basic pattern ideas. A T-strap and 
gore pump are selling well. 

Year by year, the styling of shoes for 
bigger boys has gained in importance 
and this season’s best sellers are defi- 
nitely good-looking and smart. They 
present a fairly complete duplication of 
men’s patterns with broader foreparts 
and other features suitable for a grow- 
ing foot. Wing and straight tips are 
both important, with the accent on the 
latter. For play, the moccasin oxford, 
either real or simulated, is a first seller. 
Corded or composition soles are volume 
sellers with gum or crepe close seconds. 
The crepe sole is restricted to more 
expensive shoes. 


Descriptions of Shoes 
[PAGES 26-27] 


1. Brogue type calf dress shoe with 
wing tip, an outstanding pattern. 

2. Moccasin play shoe in elk with 
composition sole, popular with boys of 
all ages. 

8. Older boys’ straight tip bal oxford, 
a calf shoe for general wear. 

4. Classic white buck boot with hard 
sole for the young walker. 

5. White elk in perforated moccasin 
type, with intermediate sole for a 
baby’s first steps. 

6. A new and noteworthy departure 
in styling for misses and growing girls. 

7. Smart, high-riding oxford in calf 
with unusual tongue treatment. 

8. Dressy monk pattern in patent for 
the younger girl with style sense. 

9. Sturdy elk with sharkskin tip in 
eee ghillie pattern for the little 
girl. 

10. Sturdy elk oxford with moccasin 
effect and clever detailing. 

11. Elk with protective tip to take 
the hard kicks of a small boy or girl. 

12. The apron tongue, a new expres- 
sion of the overlapping tongue idea, 
especially suited to slip wm 
shoes and rubbers. 
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Men’s Shoe Fashions and Their 
Economic Aspect 


[CONTINUED FROM PAGE 30] 


and on-his-toes to keep abreast and 
ahead of the times. I feel it necessary, 
as chairman of the men’s style com- 
mittee for this group, to compliment 
the style publications and trade papers 
for the assistance they are ready and 
willing to give. I refer particularly to 
these organizations: THE BooT AND 
SHoe Recorper, the Apparel Arts- 
Esquire group, and the Fairchild pub- 
lication, Men’s Wear. 

These organizations are constantly 
studying, observing, and classifying 
style information in a practical man- 
ner. You must admit that their efforts 
have a direct bearing on buying habits. 
In addition to giving prior help and 
assistance to merchants and manufac- 
turers, they are wielding a direct in- 
fluence on the buying public. 

The fact that men are more easily 
interested in new things does not re- 
lieve us of our responsibility constant- 
ly to study and plan our shoe presen- 
tations to our customers, any more than 
it would relieve a college professor of 
studying and developing his knowledge 
as well as teaching what he presently 
knows. 


Youth Accepts New Ideas 


Youth, of course, most readily ac- 
cepts the new styles and a successful 
future can be established in the wooing 
of the patronage of the young man, 
for the youth of today in five or ten 
years becomes the substantial citizen. 
If his impressions are that he can 
always find practical means of express- 
ing his desires in the shoes you sell 
him, coupled with a professional re- 
straint in guiding his purchase, he is 
your assured customer. So you see that 
style knowledge becomes imperative 
and is the real foundation of the eco- 
nomic aspect of men’s shoes. 

Presentation, we know, is economic 
but there is a complementary modifica- 
tion which is more vitally economic 
than style or fashion and this is com- 
fort. More and more are we dispelling 
the fact that “the average man would 
rather take a licking than buy a new 
pair of shoes.” Footwear styles, un- 
like the rest of apparel, can do real 
physical harm. These sayings I know 
are trite but never too trite to be over- 
looked, so I sound a second warning. 
Shoes must not only have complemen- 
tary style but they must have com- 
plementary comfort. 

The constant drab repetition of dupli- 
cate purchases by a customer is the 
direct result of the search for comfort. 
Before a man can be expected to 
accept what we, in our new professional 
knowledge, know to be a fashionable 
shoe, it must have comfort equal to 
the old. In fact any shoe without com- 
fort, regardless of purpose or pattern, 
has no place in a wardrobe. This, 
ladies and gentlemen, is our responsi- 


bility alone. The duty of the stylist 
is to direct our attention to the new 
trends, to determine beforehand the 
colors and patterns, but it is our pro- 
fessional knowledge of comfortable fit- 
ting that must determine the practical 
application of the new fashions to suit 
our individual needs. I say boldly that 
no style which cannot couple comfort 
with fashion should be accepted, as it 
is at once uneconomic and harmful to 
further fashion progress. 

We now have developed a_back- 
ground of fashion knowledge coupled 
with assured comfort and there remains 
only the development of the promo- 
tional aspects of men’s shoes. 

This should now be a simple matter. 
Knowledge of the fashion trends plus 
those of the buying habits of our cus- 
tomer gives ample background to 
dramatize our fashion presentations. 
Witness the possibilities this Fall of a 
Tyrolean promotion. Color is synony- 
mous with all the gay background of 
peasant life and enters into the authen- 
ticating of the promotion. Comfort is 
predominant, as the Tyrolean models 
from which we draw our theme are the 
workaday shoes of simple peasant folk 
which must be comfortable. 


Fashion Applied to Promotion 


A practical application of this ac- 
cepted fashion trend can be drawn 
from the plans we have made in our 
own business. We find four different 
approaches: comfort of the style, a 
dramatization of leather, a dramatiza- 
tion of durability, and the very colorful 
possibilities of the Tyrolean theme it- 
self. Retailers in other locations may 
and should find different applications 
commensurate with their own business. 
Still others by reason of geographical 
location and climate may find no eco- 
nomic possibilities in the Tyrolean idea 
at all. I merely cite this as a pat 
example of the economic aspect of pro- 
motion for exciting the interest of the 
purchaser. 

I urge you all, therefore, to leave this 
meeting with a due appreciation of the 
tremendous economic aspects of men’s 
fashions. As chairman of the men’s 
style committee I have avoided any 
attempt to present the new fashions 
for Spring and Summer. Our style con- 
ference tomorrow afternoon is for that 
express purpose. I am happy to state 
that again, through the cooperation of 
the men’s style committee and the gen- 
erosity of many other interested re- 
tailers, manufacturers and stylists, I 
have been able to prepare a preliminary 
report to give background for profit- 
able discussion and to determine the 
new trends in men’s shoe fashions. 

The Spring and Summer of 1938 will 
offer great opportunities to merchants 
in harmony with the rebirth of Spring. 


1937 


The new leisure time and the wider 
interest in travel and sports give more 
latitude for a freer expression of color- 
ful shoes to men’s changing moods. 
Men’s dress can be divided into three 
groups: Business, Ceremony, and 
Leisure with complementary shoes for 
each occasion. Last year more than a 
billion dollars was spent for sports, 
country use, and relaxation. Proper 
shoes for every occasion, hiking, golf- 
ing, yachting, bystanding, dancing, 
tennis, seashore wear, club affairs, 
therefore become economic. 

Shoes to the minds of men, have be- 
come a utilitarian product and I would 
suggest that fashion, with color and 
design, should be stressed, combined 
with the established utilitarian appeal, 
so that replacement of a shoe, only be- 
cause it is worn out, will be subjugated 
to genuine fashion desire. This is truly 
economic. 





In Stock Service— 
Boon to Men’s Business 
[CONTINUED FROM PAGE 21] 


Too long, men’s shoe buyers have 
taken the business for granted, be- 
lieving the men are only interested 
in plain shoes. The average man is as 
style-minded as the women. The great 
interest shown in the Men’s Shoe Week, 
even though it was timed three weeks 
too early, proved this most conclu- 
sively. Dozens and dozens of men came 
in to look at shoes—new shoes—even 
though they did not buy. The real les- 
son was in the number of men who 
came in to see the smart new styles— 
men who were wearing perfectly plain 
or even corrective types. 

Manufacturers are now stocking 
men’s shoes of the corrective family in 
styleful types. So, with the certain 
good cooperation of the makers, retail- 
ers who know what it is all about 
should make their men’s departments 
sing by using the complete facilities of 
their supplying manufacturers. 





In Stock Shoes 

[Descriptions of shoes on pages 18-19] 
1 and 2. Sturdy walking shoes in 

interesting leather combinations. 


3 and 4. Daytime oxfords centering 
attention on tip and foxing treatments. 
Three Dressy Oxfords illustrating: 


5. The use of grosgrain, the season’s 
outstanding trimming for suede. 

7. The soft toe type with.small per- 
forations. 


8. The trend toward more feminine 
tailored shoes. 

High Front Patterns 
buckles for Sport wear. 

9. An ideal shoe for country roads. 


10. A sport type with the glovelike 
fit of a dress shoe. 


11 and 12. Smart kiltie types with 
interesting trims for active wear. 


with side 
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se (rele 
— the greatest year 


in the history of this vegetable tannage 


long a little brother to the widely-used Norwegian 


This smooth, lustrous finish 
Calf with its grain effect isa full partner in Gallun’s line of vegetable tannages. 
One manufacturer after another has given it a prominent place in his Spring 
not merely the finish 


otterings, because he recognizes that the tannage 


is the basi reason for tts permanent popularity. 


Cretan Calf ts soft and glove-like, even after a rainy day. It possesses unique 
g i | 


fidelity to shape and color, and ex« eptional working qualities under the tools of the 


GALLUN & SONS CORPORATION, MILWAUKEE, WIS. 


craftsman. A. F. 











sells shoes 


Quicker turn-over, fewer re- 
turns, more satisfied customers. 
when shoes are bottomed with 
longer-wearing Rock Oak soles. 
Step up your sales — specify 
Rock Oak soles in your next 


order to your manufacturer. 


The American Oak Leather Company 


Cincinnati Chicago 
St. Louis Boston 
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Flexible Instep Feature 
Sells 1,250,000 Pumps 


EN the latter part of 1933 A. J. Brauer, president, 
and Fred Wagner, superintendent of Brauer Brothers 
Shoe Company, realizing the retail dealer’s problem 
of properly fitting opera pumps, hit upon a method 
of inserting a piece of goring at the instep of the con- 
ventional pump. (See illustration.) They, of course, 
took out patents, calling their innovation the “Tango 





Pump,” and started telling merchants it meant the dawn 
of a new day in pump sales. They felt quite sure they 
had converted what has been referred to as a “subtle” 
instrument of torture” (Life magazine, page 52. 
August 2, 1937, issue) into a comfortable shoe; that 
in removing the cause of the pinching and binding at 
the throat, they had eliminated the pain that so fre- 
quently forces a woman to slip her heel out of her shoe 
while at the theater, bridge table or at work. 

This shoe last month crossed the 1,250,000 mark in 
pairs shipped. Six hundred and ninety-four dealers 
are handling it. Many report an exceptional turnover. 
boosted, of course, by frequent resizing from the fac- 
tory stock department. 

One retailer finds that the flexible instep feature 
has made it possible for him to fit and sell 70 per 
cent of his customers who request a pump, whereas 
before this feature was available, he could fit and sell 
only 20 per cent of those asking for a pump. 

Says A. J. Brauer: “In the face of the fact that pat- 
tern shoes have gone to high fronts and have become 
so attractive that women are showing a definite new 
interest in footwear generally, we have had close to 
100 per cent increase in the sale of our pumps this 
year over 1936.” 
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THE QUALITY BOX TOE 


1937 


rowing 


cel 
NEED CARE 


. . « Child foot health depends upon 
flexible shoes. . . . School-play shoes 
should have ample toe room and must 
be correctly fitted if they are to com- 
bine health and wear. 


. . « Children’s shoes . . . built with 
Celastic . . . provide adequate toe pro- 
tection, afford proper flexibility across 
the tip line and definitely eliminate 
wrinkled toe linings — all outstanding 
points of importance to the proper care 
of growing feet. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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Still another sensational contribution 













@ Gabardine Bootee. 
Vamp and quarter 
rigid gabardine. In- 
step panel in same 
gabardine, elasticized. 
Patent leather trim. 


@ Gabardine Sandal. 
Quarter rigid gabar- 
dine. The whole vamp 
elasticized. Smart 
patent leather trim. 


@ Gabardine Stepin. 
Vamp and quarter 
rigid gabardine. In- 
step panel of the same 
gabardine, elasticized. 
Patent leather trim. 


GABARDINE 
that stretches 


Fast on the heels of its now famous elastic leather. 
“Lastex,” The Miracle Yarn, presents elastic gabar- 
dine, a new invention by Alfred Vamos, the noted shoe 
stylist who created elastic leather. This amazing new 
material is composed of the finest grade of gabardine 
ever offered the shoe trade. It is made stretchable by 
a secret process and backed with the same fine, strong 
fabric, made with “Lastex” yarn, which is used in elas- 
tic leather. The new elastic gabardine is available in all 
the fashionable shoe colors of the season. So “Lastex” 
marches on to new achievements in making possible 
footwear with better fit, greater comfort and outstand- 
ing beauty of design. All shoe materials made with 
““Lastex” yarn, both fabrics and leathers, are sold to 
the trade through Alfred Vamos, 450 Mar- - 
bridge Building, New York City. For gen- 

eral information on the uses and advan- 

tages of “Lastex” in footwear or any type 

of apparel or accessories for men, women. 


or children, write to the address below. 





REG. U.S. PAT. OFF. 


THE MIRACLE YARN THAT MAKES THINGS FIT 


exclusively by United States 


An elastic yarn manufactured 
Broadway, New York City. 


Rubber Products, Inc., 1790 
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A NEW And FINER 
GABARDINE 


ALFRED VAMOS wishes to announce to the shoe trade that he has 
been appointed sole selling agent for a new gabardine of a finer, stronger 
and more beautiful appearance than any similar material now on the 
market. 


This new fabric has been specially designed to match the elastic gabar- 
dine, invented by Alfred Vamos and presented for the first time to the 
trade at the Spring Style showing in the Waldorf-Astoria this month. 


It is available in all standard shoe colors and has been thoroughly tested 
for strength and endurance by the Better Fabrics Testing Bureau of 
the National Dry Goods Association. The following is the report of the 
Testing Bureau. 





REPORT 


RESISTANCE TO 
ABRASIVE WEAR: 54,000 double strokes. 


COLOR FASTNESS: Good; serviceable black color. 


RESISTANCE TO Good; requires 50 pounds pressure 
BULGING (stretch) —30 minutes’ time to distort by 
stretching. 


COMMENT BY THIS BUREAU 


Serviceability tests applied to this fabric showed that it is durably 
constructed, fast color, and is well suited to use as a shoe fabric. It 


is recommended by this Bureau. 


BETTER FABRICS TESTING BUREAU, INC. 
Official Laboratories (N.R.D.G.A.) 


Sherman Monroe 
Engineer in Tests 











For information regarding prices, deliveries, etc., apply to 


ALFRED VAMOS 


SUITE 450-456 MARBRIDGE BUILDING 
47 WEST 34th STREET, NEW YORK CITY 


WISCONSIN 7-9327-2466 
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MEN'S PADDED SOLE OPERA 


MEN'S LEATHER SOLE OPERA 


Padded and leather soles. 
Kidskin, veal, calfskin and rib 
corduroy uppers. 

Dutch gingham, colored moire, 
Scotch plaid, wool felt and 
leather linings. 

Trimmed with throat piping or 
perforation, and all-over vamp 


unching. 
> Stocked in all popular colors and 
authentic shades; leather soles 
in widths. 
Outstanding in combined style 
and comfort. 


4 


¥ 


¥ 


¥ 


v 



















» Priced at $1.35 to $2.65. 
37" CATALOG— illustrating 
|| our complete line of men's, f 
al slippers. f [ 
a. how 
2100 AIKEN STREET 


ASK FOR OUR NEW "VOLUME 
women's and | 
SWAN SHOE COMPANY 
BALTIMORE, MARYLAND 


a 
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Bumper Crops Will Add Billion 
To Buying Power 


[CONTINUED FROM PAGE 17] 


July 1936, an increase of about 4 per 
cent. Similarly, a cost of living index 
for Massachusetts, compiled by the 
State Labor Department, showed for 
July, 1937, a rise of 3% per cent over 
July last year, shelter costs rising 
6.2 per cent, food 5.4 and clothing 
4.3 per cent, fuel and light dropped 
2.5 per cent and sundries were un- 
changed. 

“According to the Fairchild index 
average prices in department stores 
are up about 10 per cent over a year 
ago, while mail order prices in the Fall 
and Winter catalogs are up about 
5 per cent. 

“Against these increases in prices 
and costs, farm income is up more 
than 10 per cent and an index of fac- 
tory payrolls stood in July (latest 
month available) at 101.2, compared 
with July last year at 80.2, an increase 


of 26 per cent. 


Incomes Outstrip Price Rise 


“The point of all this is that, not- 
withstanding the rise of prices, incomes 
of farmers and wage earners apparent- 
ly have more than kept pace, which 
would seem to indicate continued good 
buying power on the part of large 
masses of the population. Of course, 
incomes of many people of the profes- 
sional and white color class doubtless 
have not increased so much, and fixed 
income not at all. These have to be 
taken into consideration. In building, 
where costs have increased sharply in 
the year, expansion has been held 
back, emphasizing the need of keep- 
ing the price structure in balance—a 
need made all the more imperative if 
the Government carries out its bud- 
geted reduction in the deficit during 
the current fiscal year, for industry 
must then be self-supporting.” 

Elsewhere in its current bulletin, 
the New York financial institution 
quoted above emphasizes the fact that 
“the most favorable factor in the busi- 
ness outlook is the situation in agri- 
culture. Nature has yielded bountiful 
crops, and notwithstanding the adjust- 
ment of prices to larger production, 
financial returns to the farm popula- 
tion promise to be excellent. According 
to figures published by the Department 
of Agriculture on Aug. 22, total receipts 
to farmers from marketings and gov- 
ernment payments during the calendar 
year 1937 are expected to reach $9,- 
000,000,000, the highest since 1929 and 
an increase of more than a billion dol- 
lars over receipts in 1936. In making 
these calculations no allowance has 
been made for the action of Congress 
in voting subsidies to cotton producers 
to compensate for lower prices, such 
subsidies to be paid next year to 


growers cooperating in the acreage 
control program. Whatever the ulti- 
mate consequences of subsidies may be, 
the immediate implications are bullish 
on the agricultural situation general- 
ly, as evidently the farmers are going 
to be taken care of as long as there is 
money in the Federal Treasury to 
do it.... 

“It is true, of course, that the figures 
published by the Department of Agri- 
culture are not a measure of the farm 
income to be received this Fall. These 
figures, as has been pointed out, cover 
the calendar year 1937, and some of 
this money has already been received 
and presumably spent. However, on 
the basis of official estimates placing 
farm income during the first half of 
the year at $3,833,000,000, the depart- 
ment evidently is calculating on a farm 
return for the second half of the year 
of around $5,167,000,000, which would 
be approximately $600,000,000, or 13 
per cent greater than was received in 
the corresponding period of last year. 
For the month of July alone, figures 
just published by the Department show 
farm marketings equal to $740,000,000, 
an increase of $30,000,000 over the 
total of July, 1936, and the largest for 
any month since May, 1930. 


Crops Create New Wealth 


“Moreover, as the Department goes 
en to say, the full significance of the 
increased crop production in 1937 will 
not be reflected in the cash income 
from farm marketings during the cal- 
endar year 1937 only. A portion of 
many of the important crops, such as 
wheat, corn, cotton, citrus fruits and 
tobacco, will not be marketed until 
1988 and the larger output this year 
will tend to increase income in the first 
half of 1938 over that of 1937. The 
larger feed grain and hay crops, which 
are chiefly marketed through livestock 
and livestock products also will be 
reflected to a larger extent in the in- 
come received by farmers in 1938. 

“The crops mean new wealth, and 
prosperity in the farm areas on the 
basis of plenty instead of scarcity. Pro- 
vided the products the farmer buys are 
not advanced too rapidly in price, the 
farmer gains and has his purchasing 
power increased, and the urban worker 
also gains—through the lower cost of 
food. This is a far sounder foundation 
for business than the distribution of 
hundreds of millions of dollars in a 
soldiers’ bonus, widely acclaimed as 
a business stimulant a year ago. The 
latter is only a distribution of money 
and adds nothing to the sum total of 
wealth except insofar as it may create 
a demand for unutilized capacity and 
thus lead to new production.” 
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SORORITY 
Style 5589. Black Suede with Black Calf 
tip and fox. 
Style 7589. Brown Suede with Brown Calf 


tip ox. 
Carrying 16/8 Built-up Leather Heels. 





VASSAR 
Style 5583. Pag Suede, Patent leather 
Style 3583. Black Kid, : 
Style 356s Patent leather trim 


|. Brown Kid, Patent leather trim. 
Carrying 17/8 Wood Heels. 











~ 
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- - - but Zt eet” fibre-sorted 


soles give her equally-sturdy support 


Standing next to a blackboard . . . reaching up, writing Walton soles — fibre-sorted to match in amount of arch 
... is the kind of work that makes tired backs and com- support —and the dismissal bell finds her fresh, relaxed, 
plaining feet. But now she wears shoes with England _ ready to enjoy her evening. 


All your customers will find advantages in England 























Walton fibre-sorted soles — equal pliability, equal 
firmness, equally long wear. Ask to have Eng- 
land Walton soles in the shoes you buy. 


ENGLAND WALTON DIVISION 


A. C. Lawrence LEATHER Co. 


Boston New York Philadelphia Chicago 
St. Louis Milwaukee San Francisco 


* 
What IS “Sorting-by-Fibre”? 
Fibre-sorting matches fibre con- 
struction with fibre construction — 
quality for quality—not just appear- 
ance. Accurate fibre-sorting means 
each sole in a pair will give the same 
support to the arch . . . the same long 
life. 






Photoelastic picture above of a 
section of two soles with iden- 
tical fibre construction. Flexing 
causes the same strain lines — 
indicating identical firmness. 


This picture shows two soles 
that were not accurately sorted. 
The variance in strain lines in- 
dicates that they won’t give the 


wearer to 








7 TP 


PP ENGLAND WALTON fécote/n 


CUT SOLES anv SOLE LEATHER «x PURE OAK BARK TANNED 
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Shoe Vleuss 


THIS WEEK IN THE SHOE TRADE 
SATURDAY, SEPTEMBER 25, 1937 


NATIONAL NEWS 





Organize to Oppose Shoe Imports 





New England Shoe and Leather Association to Lead Forces 
in Opposition to Reciprocal Treaty Concessions 
to Czechoslovakia 


Boston — At a meeting held last 
Wednesday at the headquarters of the 
New England Shoe and Leather Asso- 
ciation, Boston, ways and means were 
discussed and plans formulated for or- 
ganizing and coordinaring the opposi- 
tion of New England shoe manufactur- 
ing and civic interests to granting any 
concessions to shoes imported from 
Czechoslovakia in the reciprocal treaty 
with that country now being negotiated 
by the State Department at Washing- 
ton. 

The meeting was attended by repre- 
sentative manufacturers, by officers of 
the chambers of commerce or boards of 
trade of shoe manufacturing centers in 
Maine, New Hampshire and Massachu- 
setts, by the mayors of Lynn and 
Haverhill and officers of the shoe manu- 
facturing associations of Lynn, Haver- 
hill and Auburn, Me., and by the two 
principal labor organizations having 
headquarters in Boston. 

The meeting was called by James H. 
Stone, secretary of the New England 
Association, who also presided as chair- 
man. Secretary Stone gave a résumé 
of what had been done during recent 
months in organizing the fight to pre- 
vent further importations from Czecho- 
slovakia; of the association’s success in 
getting the United States Senate to 
pass the resolution authorizing the 
United States Tariff Commission to in- 
vestigate the differences in costs of 
shoes made in Czechoslovakia with com- 
parable grades made in this country 
and announced that representatives of 
the Commission arrived in Boston last 
Monday to begin work authorized by 
the Senate resolution. 

Secretary Stone emphasized that the 
tariff investigation was separate and 
apart from the purpose of the meeting, 
which was primarily to organize the 
opposition of the industry to any con- 
cessions in negotiating a reciprocal 





DATES TO REMEMBER 


Monthly Shoe Buyers’ Days, Chicago 
Shoe Travelers Association, Hotel 
Morrison, Chicago, III. 

Sept. 27, 28, 1937 


New York State Shoe Retailers Asso- 
ciation, 19th Annual Convention, 
Hotel Ten Eyck, Albany, N. Y. 

Oct. 3, 4, 5, 1937 


Spring Style Opening Shoe Fashion 
Guild of America, Hotel Biltmore, 
Nov. 1, 2, 3, 1937 


Boot and Shoe Travelers Association 
of New York Stag Dinner, Grand 
Ballroom, Hotel Roosevelt, New 
York City November 2, 1937 


National Shoe Fair, Hotel Stevens, Chi- 
cago, II. Jan. 3, 4, 5, 6, 1938 


Northwestern Shoe Retailers Regional 
Association Annual Convention-Ex- 
position, Hotel Radisson, Minnea- 
polis, Minn. ....Jan. 9, 16, 11, 12, 1938 


Joint Convention and_ Exhibition 
Southwestern Shoe Travelers Asso- 
ciation and Texas Shoe Retailers 
Association, Fort Worth, Texas 

Jan. 9, 10, 11, 12, 1938 


Indiana Shoe Travelers Association, 
15th Annual Convention, Claypool 
Hotel, Indianapolis, Ind. 

Jan. 16, 17, 18, 1938 


Southern Shoe Exposition, Miami- 
Biltmore Hotel, Coral Gables, Fla. 
Jan. 17, 18, 19, 1938 


Middle Atlantic Shoe Retailers Asso- 
ciation Annual Convention, Benja- 
min Franklin Hotel, Philadelphia, 
PMG ceteercee February 13, 14, 15, 1938 





treaty with Czechoslovakia, as_ this 
function lies entirely with the State 
Department. 

[TURN TO PAGE 46, PLEASE] 


N. Y. State Convention 
Program Complete 


ALBANY, N. Y.—Retailers attending 
the convention of the New York State 
Shoe Retailers Association, to be held 
at the Hotel Ten Eyck here, October 
3, 4 and 5, will have an opportunity to 
inspect 150 lines of shoes which will 


HARRY H. PHELAN 


be on exhibition. The program has 
been so arranged that the merchants 
will have all day Sunday, and Monday 
and Tuesday afternoons to devote to 
inspection of sample lines. 

The first event on the convention 
program will be the president’s dinner, 
in honor of Harry H. Phelan of Roch- 
ester, who has headed the association 
for the past year, at the Ten Eyck on 
Sunday evening, October 3, to be fol- 
lowed by a meeting of the Board of 
Directors. — 

On Monday morning there will be a 
breakfast meeting at 9 o’clock with an 
epen forum discussion to be conducted 
by Arthur D. Anderson, editor of 
Boot AND SHOE RECORDER. A similar 
breakfast meeting and open forum wili 
be held at the same time Tuesday 

[TURN TO PAGE 46, PLEASE] 
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It pays in dollar profits and customer satisfac- 
tion to sell Ball-Band Leather Work Shoes. 
The same high standards of quality, fit and 
long wear, for which Ball-Band rubber foot- 


wear is so famous, are also incorporated in 
this superior leather work shoe line. Let the 
well-known Red Ball trade-mark and the con- 
sistent Ball-Band advertising help you build 
up a profitable work shoe business. Write 


us today for full details. 


Millions know the Red Ball means better footwear 


: TR ADE 
BALL .) BAND 
MISHAWAKA RUBBER & WOOLEN MFG. CO., 
280 Water St., Mishawaka, Indiana 
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PROOF OF 


PROGRESSIVENESS 


Profit-minded merchants, in rapidly growing numbers, are 
modernizing with Howell Chromsteel Furniture. [ts smart 
modern appearance and luxurious comfort are evidence of 
@ progressive management, alert to provide every con- 
venience for its customers. 

Write today for the 36-page color plan book showing 
actual installations of Howell equipment. It is Free. 


HOWELL 


ST. CHARLES, ILLINOIS 








Organize to Oppose Shoe 


Imports 
[CONTINUED FROM PAGE 45] 

He informed the gathering of the 
rules and regulations under which in- 
terested parties may present their 
views. Written statements or briefs 
will be received by the Reciprocity Com- 
mittee at Washington, up to 12 noon, 
Oct. 11. Six copies of any statement 
or brief must be filed and one copy 
must be sworn to and attested before 
a notary. All statements or briefs 
must be typewritten. A public hearing 
will be held at the headquarters of the 
committee in Washington at 10 a. m., 
Oct. 25. Those wishing to be heard at 
the public hearing must advise the 
Reciprocity Committee in writing of 
their desire on or before 12 noon, 
Oct. 11. 

After thorough discussion of the 
situation it was decided that the New 
England shoe and Leather Association 
would lead the opposition at the public 
hearing with a brief or statement, to be 
followed by one or more representatives 
of important manufacturing centers, 
such as Lynn, ‘Haverhill, Manchester, 
N. H., Auburn, Me., and other com- 
munities, who will act for the combined 
business and civic interests of their re- 
spective cities, thus consolidating into 
one of two briefs or statements the op- 
position of the interests of each city. 

The representatives of the Boot and 


Shoe Workers’ Union and the United 
Shoe Workers’ of America, agreed that 
each would submit briefs and appear at 
the public hearing in behalf of the shoe 
workers. 

The work of those acting in behalf of 
their respective communities will im- 
mediately begin the preparation of 
their briefs and decided upon repre- 
sentatives to go to Washington. 

The shoe and other organizations 
represented at the meeting were as fol- 
lows: Fred W. Seavey, Lynn Chamber 
of Commerce; C. C. Mowry of the 
Massachusetts Chamber of Commerce; 
Andrew A. McCarthy, Lowell Chamber 
of Commerce; Orville B. Denison, 
Worcester Chamber of Commerce; 
George H. Croston, Haverhill Chamber 
of Commerce; James H. Walsh, Bos- 
ton Chamber of Commerce; George C. 
Clarks, Marlboro Chamber of Com- 
merce; Thomas A. Delany, secretary, 
National Shoe Travelers’ Association; 
Benjamin Fish and R. J. Rooney of the 
Eastern (Lynn) Shoe Mfrs. Associa- 
tion; T. F. O’Bryen, president, Auburn 
(Me.) Shoe Mfrs. Association; Francis 
B. Masterson, president, National Asso- 
ciation of Shoe Wholesalers; George 
F. Hines, Associated Industries of 
Massachusetts; M. T. Moran, Shoe 
Mfrs. Board of Trade of Haverhill; 
George Gorham, United Shoe Workers 
of America; Michael F. Lynch, Boot & 
Shoe Workers’ Union; Hon. J. Fred 
Manning, mayor of Lynn; Hon. George 


E. Dalrymple, mayor of Haverhill; 
William O. Atwill, Lynn Shoe Manu- 
facturers’ Association. 





N. Y. State Convention 
Program Complete 


[CONTINUED FROM PAGE 45] 


morning, with Harold Quinby, editor 
of Shoe Style Digest, directing the dis- 
cussion. 

The annual banquet will be held 
Monday evening, with President Phelan 
presiding and Ernest A. Beaumont, of 
Albany, first vice-president of the as- 
sociation, as toastmaster. William 
Pidgeon, of Rochester, chaplain, will 
give the invocation. Mayor John Boyd 
Thacher of Albany will welcome the 
shoe men on behalf of the city, and 
the speakers will include: John Slater 
of New York, chairman of the board, 
“Style and Its Dangers”; Lee Lang- 
ston, executive vice-president, National 
Shoe Retailers Association, “A Mes- 
sage from the N.S.R.A.”; Everit B.. 
Terhune, president, Boor AND SHOE 
Recorper, “This Whirling World”; A. 
Paul Riley, district manager, Walk- 
Over Shoe Stores, “Why Organiza- 
tion?”; Rev. T. A. Leichlitter, D.D..,. 
Toronto, “Our Common Cause.” 

Indications point to an unusually 
large attendance of retailers at the 
convention. 
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7 
Wein you Think 
(01 a Cm 
KANGAROO 


And when your men 
customers ask for comfort, 
think of Connolly. Kanga- 
roo and Kid shoes are, with 
us, a specialization—a 


concentrated effort in suc- 
Write for 


Your Copy 


cessfully producing excel- 
lent soft leather footwear 
for men. Our Fall catalog, - 


now available at your request, presents a 


Connolly Shoe Co. 


STILLWATER, MINNESOTA 


wide range of styles and colors. 





Select from this, the numbers that 
you undoubtedly need to com- 
plete your merchandising pro- 
gram. Our rapid and efficient In 
Stock Service is prepared to act 
instantly upon receiving your 
order. 
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Women's Shoes 





HAND TURNED 
FOOTWEAR 
IN 


VAUGHAN TOWLE CO. 
—_— of L. B. Evans’ Son Ce. 





WAKEFI MASS. 
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St. Louis Jobs 


ll a i el ie ie ie 


ATTENTION 
OUTLET SHOE STORES 


We are the largest dis- 
tributors of Cancellations, 
Jobs and Samples from all 
the better St. Louis factories. 


MEN'S—WOMEN'S—CHILDREN'S 
@ "While in town see Weil" © 


M. K. WEIL SHOE CO. 
1332 WASHINGTON AVE., ST. LOUIS 





. 
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Boot Trees 


OA A 8 EP ee ee 


NATIONAL BOOT TREES 
PRICED TO SELL 


Here is a boot tree retailing at $4.95 
per set. Steady demand through na- 
tional advertising. Free merchandis- 
ing helps. Only four sizes to carry. 
Made of National Hard Vulcanized 
Fibre. Guaranteed for five years. Set 
weighs 18 oz. Write for discounts 
and complete dealer proposition. 


NATIONAL VULCANIZED 
FIBRE CO. 
Box 311T, Wilmington, Del 



















oso so 
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BOOT AND SHOE 


Trade 
Literature 


E-J Presents Novel 
Fall Catalog 


New York — The Endicott-Johnson 
Company of Endicott, New York, New 
York City, and St. Louis, Mo., has 
just issued a strikingly dramatic cata- 
log of their staple lines carried in 
stock. 





The front cover of the new E-J Fall 
catalog showing the novel treatment of 
illustration and title. 


From a purely physical sense, the 
catalog is unlike any other ever issued 
by this company. Printed in three 
colors, black, blue and red, wire bound, 
printed by both letterpress and water 
color printing, the catalog is a colorful 
picturization of Endicott-Johnson wares. 
It completely covers the line of work 
shoes, high-cuts, men’s, women’s, boys 
and girls footwear. A copy is available 
on written request to any of the three 
main offices of this internationally 
known shoe organization. 





Beautifully illustrated, ‘as ‘usual, the’ 


Fall and Winter in-stock catalog of 
Nunn-Bush Shoe Company, Milwaukee, 
presents this smartly styled and fine 
quality line of men’s shoes in natural 
colors, using color process printing on 
a fine grade of stock. 

The same type of color reproduction 
has been used for the separate catalog 
of the Edgerton line, also manufac- 
tured by Nunn-Bush. Convenient cards 


for use in placing size-up orders accom- 


pany both catalogs. 





Convenience in ordering shoes, plus 
attractiveness of appearance, were 
evidently prime considerations in plan- 
ning the Fall in-stock catalog of Milius- 
way Hand-Fashioned Shoes, manufac- 
tured by the Milius Shoe Company, St. 
Louis. Ten interesting styles are illus- 
trated and the catalog is attractively 
printed on high grade stock with a dull 
gold medallion carrying the Miliusway 
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THERE’S NO BETTER 
SOLUTION 


to the ever-present problem of 
"recharging’ your children's Shoe 
Department to replace the older 
children who graduate into adult 
shoes, than to sell the Hard Soles 
(2-8) produced by the leading 
baby shoe manufacturer. Mothers 
are pre-sold on this familiar brand 
—and are easily attracted into the 
shoe store that sells them. 


MRS. DAY'S 
IDEAL BABY SHOE 
COMPANY 








DANVERS, MASS. 
Manufacturers of Fabric—Cushion—Soft 
Sole—Iintermediate and 


FLEXIBLE HARD SOLES 








trade-mark on the cover. There is a 
cordial invitation to the trade to visit 
the new show rooms in the Marbridge 
Building, Broadway and Thirty-fourth 
street, New York, also a page of illus- 
trations of the New York sample rooms. 
Half a dozen postcards with a size 
scale for ordering are bound into the 
booklet for the convenient use of buy- 
ers. 


M. A. Packard Company of Brockton, 
Mass., has issued an exceptionally in- 





i teresting and attractive Fall and Win- 


ter in-stock eatalog, in:which the com- 
plete line is illustrated and described, 
pairs of shoes. beingshown in natural 
colors and in such a way that the buyer 
gets an excellént idéa of the last, toe 
shape and pattern, as well as the 
leather. Notwithstanding the fact that 
it is a Winter catalog, the book shows 
the firm’s “Skokies,” designed for ten- 
nis, yacnting, § active sports and student 
wear. Hs ae Pax 





To Open in New Orleans 


New ORLEANS, LA.—George Lupo, 
proprietor of a shoe store on Dryades 
Street, one of New Orleans’ busiest 
neighborhood. shopping centers, has 
leased a store at 3943 Washington 
Avenue, and plans to open in that loca- 
tion on October 1. The Washington 
Avenue address is in the heart of the 
“Broadmoor” section, another of the 
Crescent City’s convenient shopping 
districts. 
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Selby Shows “How to Walk’”’ 


The Selby Shoe Company has pub- 
lished and issued a novel and valuable 
little booklet entitled “How to Walk.” 
This booklet was compiled by Alma 
Archer who has won wide renown 
through her outstanding achievements 
in teaching American women how to 





The cover of the new Selby booklet 
shows Miss Alma Archer illustrating the 
correct posture for women when walking. 


live smartly. Miss Archer has written 
a book entitled “Secrets of Smartness” 
which has become widely known and 
jused by women throughout the world. 
iJ This little booklet is attractively 
printed and profusely illustrated with 


photographs of Miss Archer demon- | 


istrating the right and wrong methods 
in the:art of walking. Each photograph 
is accompanied by explanatory text 
which tells of the most common faults 
found in walking today with the meth- 
od to correct these faults. On the whole, 
ithis booklet is a short course for the 








modern woman on the art of walking, | 


standing and sitting and is a valuable 
asset in teaching correct poise. 


‘Shoe Man Honored on 
60th Anniversary 


BARRINGTON, N. H.—Lewis Napoleon 
Smith, former local shoe manufacturer, 
and Mrs. Smith were accorded an un- 
usual honor here recently, when more 





than 100 residents joined them in ob- | 


servance of their 60th wedding anni- | 


versary. It was also the 20th wedding 


anniversary of their youngest son, Lyle | 


C. Smith, and his wife. 
Mr. Smith was born in Barrington 


83 years ago and is prominent in fra- | 


ternal and lodge circles. Mrs. Smith, 
who is a month younger than her 
husband, has been connected with the 
Barrington Women’s Club. 

Both are in good health, belong to 
the “Smile Club” here and reside on a 
farm which adjoins the farms of three 
of their sons. 









ee 
fr Jo Yfuins 
hae wiik . | 


al THE CUSTOMER 
WHO CAME BACK» 


ENCORE! 


The Trimfoot Twins, “Ease” and “Please” 
have a lot of what they call “Box Office”. 
They are getting more popular every day. 
Customers for one performance come back 
again and again. 
















It's a good show, too. The Twins instantly 
ease callous pain and constantly please 
both customer and dealer. 


You'll find it pays to feature recognized 
stars like the Trimfoot Twins. They'll help 
you ring down the curtain on a. happy 
ending — bigger profits and more satisfied, 
repeat customers. Put them to work for you. 
Order a free sample pair today. 


$ 00 $4 00 
Your Price DOZEN Retails for 3 ?4!8 


WIZARD COMPANY 


ST. LOUIS, MO. e WALSALL, ENG. 


Canadian Distributors: Canadian 
Specialities, Ltd., Hamilton, Ontario. 








“HIGHEST ONLY" 
EAST WEYMOUTH, MASS., U.S.A. 


GREAT EASTERN SHOE CO. 
186 LINCOLN STREET 


BOSTON 





ee 6 Ore 


Bowling Shoes 








PROFESSIONAL 
BOWLING SHOES 


Men’s Women’s 
$2.70 $2.60 







Oxfords 
5¢ less 


























~ 
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L. V. Marks Celebrates 
60th Shoe Anniversary 


CINCINNATI, OH10—The L. V. Marks 
& Sons Company of this city, in issuing 
their in-stock catalog for Fall, have 
dedicated the book to Leslie V. Marks, 
founder of the company, who is now 
in his 60th active year in the shoe 
business. 





LESLIE V. MARKS 


Mr. Marks started in the shoe busi- 
ness in February 8, 1877, as he puts 
it, “dusting off shoe boxes.” By May 
of that year he had made his first trip 
on the road with a line of shoes. On 
the road until 1900, he decided to make 
shoes for himself and in that year he 
started his August, Ky., factory. Six 
years later he opened another factory 
in Ripley, Ohio. In 1923, he added 
another factory in Vanceburg, Ky., 
later disposing of the Ripley building. 

Today Mr. Marks is just as active 
in his business as he has ever been. 
He has four sons, three of whom are 
associated with him in the business. 
They are Julian, Maxwell and Emanuel. 
The fourth son, Lester, is in the ad- 
vertising agency business. 

We take this opportunity of con- 
gratulating Mr. Marks on his long 
association with the shoe business and 
of wishing him many more years of 
success and health. 


Big Milwaukee Merger 
Rumored 


MILWAUKEE, Wis.— Rumors here 
point to a merger of the Ideal Shoe 
Manufacturing Co., the Huth & James 
Shoe Manufacturing Co. and the Wal- 
ter Booth Shoe Co. to form one of the 
largest firms of its kind in Wisconsin 
with a payroll of 1,700 and a daily 
capacity of 20,000 pairs. 

The merger would give the new 
company a complete .line of shoes. 
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ELAM'S 


PRE- WELTS 





Mothers’ choice for their children because 
they are: 
NEATLY STYLED—for dress. 
STURDY—to withstand hard play. 
SCIENTIFICALLY BUILT—to give 
proper fitting, healthful support and! 
comfort. 


Elam Pre-Welts are IN sTocK or immedi - 
ate delivery. Send for our catalo 


F.S. ELAM SHOE CO. 


176 No. WATER ST. ROCHESTER, N. Y¥ 


DISTRI 


NEW if RK 
BOS I(¢ 











Ideal, operating plants in Milwaukee 
and Waupun, manufactures girls’ and 
children’s shoes; Huth & James with 
plants in Milwaukee and Cedar Grove, 
women’s and girls, shoes, and Walter 
Booth, with its plant in Watertown and 
a branch plant under construction at 
Waterloo, men’s shoes. 

Charles Ortgiesen, president of 
Ideal, is expected to head the combi- 
nation. He started his company in 
1921 and was one of the organizers of 
Huth & James in 1926, while in March 
of this year he and his associates 
bought the Walter Booth Shoe Co., 
which he also heads. 

The merger, it is rumored, would 
result in establishment of a central 
office for the three firms. It is ex- 
pected that plants now in operation 
will continue. 


Youngest Shoe Traveler 


Cuicaco, Itu.—The Chicago Shoe 
Travelers Association believe they now 
have claim to one of the youngest mem- 
bers who is representing a line in the 
entire country. He is Cylon W. Allen, 
who is just nineteen years old and who 
recently joined the Chicago group. 
Young Allen is now traveling the Hill 
Brothers line in the state of Illinois. 
He works in the retail end of the busi- 
ness in one of the G. R. Kinney com- 
pany store in Chicago. He was formerly 
from Buckfield, Maine. 
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STRENGTH 
SECURITY 
ECONOMY 


UNISHANK 


BREASTLOCK 
HEEL 


UNISHANK innersoles and BREASTLOCK wood heels are two 
logical and practical features that progressive manufacturers 
are using on women’s high heel shoes. 


The BREASTLOCK heel with its special anchoring device, to- 
gether with UNISHANK innersoles, gives new security against 
“kicking under" or “kicking back." Smaller and shorter soles 
can be used: and flap laying is eliminated. Unishank gives 
rigid arch support that is vitally essential. 


Modem style versions emphasize the importance of these two 
basic improvements in shoemaking technique. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 














Dancing Shoes and Taps 


Caine 








PROFESSIONAL TAP DANCE SHOE 










White Side 
and 
Patent Chrome 
8-12 BandC $1.50 
12'/o-3 AB and C $1.50 
8 ABandC $1.60 


DAVID T. NATHAN 
138 Lincoln St., Boston, Mass. 











Pat. Tap Slippers 


IN STOCK 





SCHWARTZ & HERDER, INC., MFRS. 
70-72 WN. 4th S#. Philadelphic, Po. 
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Men's Shoes 


hh RR i Re 


Style Plus Comfort 
Since 1875 this famous shoe 
has meant that a man need 
not sacrifice comfort to get 
style. Hine & Lynch Shoes 
are Quality shoes. 

Fit the feet and keep them fit. 


HINE & LYNCH 


142 Duane St., New York City 





Retail 
$6.50 to $8.50 





S66 Fe 


Nurses' Shoes 


8 6 OO AP OP Oe 
° 





Flexible, Shape Retaining 
NURSES’ OXFORDS 


Made on the 
New OSCO 
Process 


IN-STOCK 


* 








aes, 


No. 2005 


wie. 20, ~—s OWENS SHOE Co. 
4-D. 26° 28 Goodhue St., Salem, Mass. 











oo _ oer germs ot 5 en 
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Middle Atlantic Convention 
Dates Changed 


PHILADELPHIA—At a recent meeting 
of the Middle Atlantic Shoe Retailers 
Association Executive Committee, held 
in Wilkes-Barre, the home city of 
President Roy Walter, the dates for the 
twenty-fourth annual shoe show were 
changed to February 13, 14 and 15, 
1938. 

The reason for the selection of this 
later date evidenced the fact that all 
those who answered the association 
questionnaire giving their choice for 
convention dates did not realize at the 
time that Easter next year would be 
as late as the third Sunday in April. 

Cal J. Mensch, the association secre- 
tary, reported that the shoe show dates 
selected at the directors meeting held 
in June had been announced in six 
trade papers regularly since then and 
that an unusual interest has _ been 
evidenced in the coming show. He 
submitted 29 letters soliciting informa- 
tion regarding display space and many 
cthers expressing their opinion that a 
later date would be more convenient 
and profitable for all attending the 
shoe show, especially so since Easter 
is not until April. 

The M.A.S.R.A. Shoe Show Manage- 
ment Committee has been enlarged to 
conform to the idea of more adequate 
representation for the entire industry. 
Those having a voice in the manage- 
ment of the Show include M.A.S.R.A. 
exhibitors, M.A.S.R.A. members, the 
Shoe Club of Philadelphia, Philadel- 
phia Shoe Travellers Association, The 
Independent Shoe Retailers Alliance, 
Philadelphia. 

The committee in charge of the show 
is endeavoring to make this gathering 
the biggest and most profitable ever 
held. The Management Committee 
consists of the following: Roy Walter, 
chairman, Wilkes-Barre, Pa.; George 
M. Garman, Philadelphia; I. C. 
Smashey, Bridgeton, N. J.; Irving 
Feldman, Philadelphia; Jerome Lutz- 
ky, Philadelphia; I. Frank Oberfield, 
Philadelphia; Dave Hunn, Philadel- 
phia; Elkan R. Myers, Baltimore; Mur- 
ray Saks, New York; Frank B. Mas- 
terson, Boston. 

The Committee in charge of Display 
Rooms includes Gordon Evans, chair- 
man, Scranton, Pa.; Harvey L. Farr, 
Allentown, Pa.; Ben W. Shaub, Lan- 
caster, Pa.; John Storch, Newark, N. 
J.; Robert C. Gerheim, Johnstown, Pa. 





M. J. Saks Goes National 


NEw YorK—M. J. Saks Shoe Corp., 
of this city, has launched a national 
promotion on their line of smartly de- 
signed, arch-type Tred-Mode shoes. 

Presenting each of their dealers 
with a handsomely designed catalog of 
their complete Tred-Mode line, M. J. 
Saks has also made available a com- 
prehensive line of dealer selling helps 
and promotional aids. A newspaper ad 
series, featuring the testimonials of 
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SLATTERY'S 






@ 









SPECIFY 


RUFFIT—and you will 
get a Sueded leather 
with fine nap and soft 
feel that is aniline dyed 
with thorough color 
penetration. RUFFIT 
is available in 20 au- 
thentic colors — and 
RUFFIT is notable for 
its economy of price 
and cutting figures. 


SLATTERY BROS. 
TANNING COMPANY 

210 SOUTH ST. TANNERIES 

BOSTON, MASS. SALEM, MASS. 






















advertising models and the importance 
of their foot comfort to their beauty 
is ready for the dealer’s use. Neon 
signs, counter cards, package inserts 
and statement enclosures are only part 
of this huge promotion. 





Railroad Displays Shoes 
in Station 


Boston, Mass. — Quality products 
made in the territory served by the 
New York, New Haven and Hartford 
Railroad, are being given display space 
in a series of windows installed in one 
of the entrances to the South Station 
in this city. Among one of the first to 
be selected for this purpose were 
leather fiber products made by George 
O. Jenkins Company of Bridgewater, 
Mass. The display consists of shoes 
made by the Gregory & Read Company 
which feature built-up heels made of 
this Spectro leather fiber. Included in 
the display are dress and spectator 
sport shoes, emphasizing the durability 
and stylefulness of heels of this ma- 
terial. 


New Family Shoe Store 


SPRINGFIELD, Mass. — Fitzgerald’s 
Shoe Mart has opened at 1763 Main 
Street, in the Hotel Charles Building, 
carrying men, women’s and children’s 
footwear. 
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Southern Shoe Show Planned 


MIiAMI—Plans are being discussed 
for a Southern Shoe Exposition to be 
held at the Miami-Biltmore, Miami, 
January 17-18-19, 1938, for the shoe 
retailers of eight southern states. This 
gathering is expected to bring to 
Miami thousands of shoe and leather 
men from practically every state in 
the Union, Cuba and Porto Rico. 

Highlights of this show will be the 
presentation of Summer and resort 
fashions in coordination with the new 
Summer footwear. Burdine’s, Inc., of 
Miami, will costume and direct the 
Style Show, which will be built around 
the Miami-Biltmore pool. A feature of 
this presentation will be that all cos- 
tumes and footwear will be carefully 
described, and will be the first Southern 
showing of Sunshine fashions for 1938. 

Over one hundred lines of smart 
footwear will be on display at the 
Biltmore, which will give the shoe 
buyers of America an eye view of the 
new Summer and resort styles, and an 
out-of-doors presentation that will be 
distinctive, 


Business Changes Hands 


New York—Announcement has been 
made that the business of Special Fea- 
ture Shoes, Inc., of 565 Fifth Avenue, 
here, has been taken over by Charles 
Henry Brown & Son, Inc. The new 
company has opened offices in rooms 





ExTRAORDINARY 
VALUE! 
“Willowbrooke”’ 


A:SANDLE 


R CO; 


SOFTIES 
IN-STOCK 


The most flexible welt shoes 
you ever saw! Leather quar- 
ter linings—no vamp linings 
nor box toes—super-flexible 
leather soles—12/8 leather 
heels—detachable Kiltie ton- 
gue. Order immediately for 
preferential delivery. 


9321—Brown Selected Smail 
Kips 
9322—Black Selected Small 
Kips 
9323—Brown Sueded Ruffy 
9324—Black Sueded Ruffy 
3-9, AA-C 


$9.05 


200 ESSEX ST. 
BOSTON, MASS. 


os” 


New York Office, 47 W. 34th St. (“ttitbine. 
Manufacturers of Improved “SPORTSTER” Scout Shoes 


‘ 





HAND CRAFTED 
QUALITY SLIPPERS 


Tankid slippers carry tan leather lin 
Tale k vm =]ke Ke akolale aol rola-oM @loME TIT ool -16° 
are made with gray leather linings. 


ned OPERAS. Tan, Bla 
Blue, Red Green Kid 
Brightons 


Full leather k, Wine 
and Patent leather 
Price $1.90. 


ned EVERETTS. Tan and Black 
Kid Price $1.90. 


Full leather | 


ned ROMEOS. Mercerized silk 


and Black Kid. Price $2.20. 


Full leather 


Hub Gore. Tan 


DANVERS SHOE Co. 


NEWBURYPORT, 


MASS. 


732-734 in the Marbridge Building at 
47 W. 34th Street, this city. 

Charles Henry Brown and _ Charles 
B. Brown will be in charge of the new 
company whose business is the develop- 
ment of improvements in shoes and 
shoe accessories. The company solicits 
ideas and patents and in turn helps to 
market, either directly or through li- 
censes, such inventions as are accepted. 


Store Holds Miniature 


Dance Revue 


INDIANAPOLIS, IND.—A_ miniature 
dance revue was sponsored by the chil- 
dren’s shoe department of Wm. H. 
Block & Co. for the promotion of tap 
shoes. Three popular items were satin 
toe shoes in pink or black satin with 
reinforced toes at $5 a pair; tap shoes 
in patent leather with ribbon ties at 
$2 95; and tan suede sandals with crepe 
sole at $1.39. No admission was 
charged for the revue. 


Requests Information 


PHILADELPHIA—Joseph Goodrich, who 
operates a shoe store at 1524 Chestnut 
Street, wishes to locate E. D. Lewis, 
who was formerly employed by Sabel 
in Philadelphia. Mr. Goodrich will ap- 
preciate the cooperation of anyone 
knowing the whereabouts of Mr. Lewis 
in forwarding the information to him 
at the above address. 
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OBODY wants 
a pig in a poke! 














Maybe your shoes are beautiful. Maybe they're the 
finest shoes that money can buy. The point is that 
they don't look it if you display them all folded and 
wrinkled as they come from the box. And though you 
talk “value” till you're blue in the face, no woman will 


buy a pig in a pokel 


"SPRING-TO-FIT" Fairy Forms will fit every type and 
style of shoe you carry ... and make them look worth 
the price you ask. They're an investment in saleability. 
Send for our leaflet of prices and types today! 


SHOE FORM CO., inc. 


AUBURN, NE W Yor K 
For further facte, call the nearest branch office of the United Shoe Machinery Oo. 





- 
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UNITED LAST CO., LTD. 
MONTREAL, CANADA 
Licensed Mfg. Branches: Northampton, iKn- 
gland, Melbourne, Australia; Paris, France; 
Frankfort, Germany; Mexico City, Mexico. 











































Forms New 
Sr. Lovls, 


Chicago Travelers to Issue 
Directory 


CuHicago, ILL.—A complete directory 
will be issued soon by the Chicago 
Shoe Traveler’s Association, Joe Ka- 
lisky, president, announces. This di- 
rectory will list all salesmen who are 
members of the association together 
with their lines, prices, and other nec- 
essary information. It will be pub- 
lished in book form and will be dis- 
tributed to retailers in the Chicago 
area. 

This organization has also recently 
organized the Chicago Shoe Accident 
Insurance Company which will be oper- 
ated by the insurance committee headed 
by John Ruchman, chairman. The new 
company is underwritten by one of the 
larger shoe companies. 


Iredell Smith, 





To Make Junior Foot Savers 


RBADING, PA. — Announcement is 
made by Curtis-Stephens-Embry Co. of 
this city that they have made a con- 
nection with the manufacturers of the 
widely known Foot Saver shoes, where- 
by they will manufacture and market 
Foot Saver Shoes for misses and chil- 
dren, Heretofore Foot Savers have not 
been available in the juvenile division 


ahr 2 


of them by Curtis-Stephens-Embry Co. 
will fill this gap. 


and shoe goods. 


Smith, in connection with his brother, 


new company to be known as Smith 





GARDNER M. SMITH 
and the manufacture and marketing Brothers to act as jobbers of leather 


many years experience in this field and Jackson Avenue, this city. 


is regarded as an authority on leathers 
of all kinds. Offices are at 311 South 
Sarah St., St. Louis. 

Gardner Smith also conducts a sales 
agency, acting as manufacturers’ agent, 
on several prominent lines for the shoe 
manufacturing trade in the St. Louis 
and Ohio territories, and originated the 
Kantskuf process for the covering of 
wood heels. For the exploitation of this 
process he formed the Kantskuf Heel 
Corporation and is president and treas- 
urer of the company. 


Company 
Mo.—Gardner McRee 


has recently formed a 





Stoughton Again to Manufac- 
ture Work Shoes 


STOUGHTON, Wis.—After a lapse of 
many years, the Stoughton Shoe Co. 
will again manufacture a lined work 
shoe, according to O. S. Langemo, presi- 
dent. The company has been in busi- 
ness for more than thirty years and 
originally manufactured work shoes but 
in recent years had confined its opera- 
tions to the manufacture of insoles and 
wholesalers of leather and shoe repair 
men’s supplies. New machines for the 
manufacture of shoes are now being in- 
stalled in the company’s plant here. 








New Juvenile Store 


JERSEY City, N. J.—Kent’s has 
Iredell Smith has had opened a new juvenile shoe store at 238 © 
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Our latest development — Diamond Brand Fast 
Color Eyelets with Aluminum barrels — are now 
available to shoe manufacturers in a wide selec- 


tion of standard colors and sizes. 


These new eyelets merit the consideration of 
manufacturer and retailer alike. 


UNITED FAST COLOR EYELET COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 











~ 
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Classified and Went Af’ 


1937 





SALESMEN WANTED 


POSITION WANTED 


SHOE STORE WANTED 








Salesmen for high styled line of 
childs’ and misses’ McKays to re- 
tail at $1.79. In stock and make up 
proposition for volume retail trade. 
May be carried as a side line. 
Straight commission. State full 
particulars in first letter. Follow- 
ing territories available: Northern 
New York, Ohio, Indiana, Ken- 
tucky, Wisconsin, Minnesota, N. 
Dakota, Arkansas, Oklahoma, 
Texas, Wyoming, Nevada. 


e 
New York, N. Y. 











SIDE LINE SALESMEN wanted for Eastern, 
Southern and Middle Western territories to 
carry a short line of In-Stock High Grade 
Juvenile Goodyear Welt Footwear to retail at 
$3.00, $3.50 and $4.00. Also Men’s Stitch- 
down Romeos. Straight commission. Give ref- 
erences and lines carried, and state territor 
you are covering. Address Hagerstown Shoe 
Legging Company, Hagerstown, Maryland. 





PPORTUNITY for salesman with estab- 

lished shoe line travelling State of: Tennessee 
to substantially increase earnings. Represent 
national manufacturer of Rubber Footwear. 
Complete line includes standard and novelty 
styles; also Tennis and Sandals. Give full de- 
tails territory now covered and lines carried. 
Commission basis only. Address F-511, care 

tt & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 





RETAIL Shoe Salesman: Experienced—Better 
Grade Shoes. Permanent and opportunity. 
Address F-506, care Boot & Shoe Recorder, 
239 West 39th Street, New York, N. Y. 





POSITION WANTED 





ANAGER, Buyer for independent chain or 

department store. Fifteen years’ experi- 
ence in retail shoe business. Willing to go any- 
where. Address F-501, care of & Shoe 
sretee, 239 West 39th Street, New York, 


LESMAN—Buyer men’s, women’s and chil- 

dren’s shoes; also trim windows; 12 years’ ex- 
perience; employed at present. Address F-512, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, Y. 





LINE WANTED 








OPEN FOR LINE 


Shoe salesman, well-known, 
formerly a shoe manufac- 
turer, who has successfully 
sold the better stores in the 
East and Middle West, is open 
for a line of women’s shoes 
or sandals. 

Preferably to retail up to 
$8.75. 

Straight Commission. 

Maintains own office in 
Marbridge Building in New 
York City. 

All replies strictly confi- 
dential. 

Address F-504, Care 
BOOT & SHOE RECORDER 


239 West 39th Street 
New York, N. Y. 











FE, XPERIENCED shoeman, now successfully 
conducting own retail quality store, wishes 
to sell men’s or women’s specialty line shoes, 
medium to better grade. Illinois. Ten years’ 
shoe selling experience; strong personality; 
hard worker; excellent character. Age é 
Reason for change: Want outside activity. Ad- 
dress F-507, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 





NOW. available thoroughly experienced ortho- 
pedic shoe specialist, duate of Health 
Spot Orthopedic Institute School of — 
Illinois. Buyer and Sesene, of 
cessful corrective department Southern Cali. 
fornia; age 35; married, 15 years’ experience 
_ lied shoe fitting; understands advertising and 
sales promotion. Reason for change. Address 
F-509, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





ASSISTANT buyer has had twelve years’ ex- 
perience as adjustment and shoe department 
mane © nag geo capable of merchandising; 
good rea for changing. Address F-508, care 
Boot s Shoe, —_— 239 West 39th Street, 
New York, N 





BUSINESS OPPORTUNITY 











YOU CAN HAVE A BUSINBSS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency 
or soliciting. Established 1894. Address 
oe Laboratory, 21 Back Bay, 

on, Mass. 








Y OUNG man wants to buy shoe store. Will 
pay cash if price is reasonable. Address 
F-510, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





WANTED TO PURCHASE 








SHOE STOCKS BOUGHT 
Complete or Part 
Wholesale or Retail 


BARIS SHOE COMPANY, Inc. 
79-81 READE STREET, NEW YORK, N. Y. 
Telephone WORTH 2-5180, 518! 








WE BUY 
Entire or Sonus Wholesale and Retail 
Stocke, Also Branded Shoes such as 


a agg <5 Fierehein, amg oe “Sy -2 
6 Preserve Queen 
tonians, Stetson, Red’ Cross, Nunn an Bush, Ete. 


IRVIN BEBIN 


89 Reade “St, fon Church 
Phone Barclay 7 New Yerk City 








Buyers of Surplus Stocks 
trom’ manutentarers, Josbers or retailers. |" 
QUANTITY NO OBJECT 


KIRSCH-BLACHER CO., Inc. 


106 Duane St. New York 
Phone WOrth 2-5377 and 5378 




















James McCrudden 


MONTREAL, CANADA—James McCrud- 
den, shoe merchant, died on September 
9 at his residence, 484 Elm Avenue, 
Westmount, Quebec, after a brief ill- 
ness. He was 79 years of age. 

For over 50 years Mr. McCrudden 
operated a retail boot and shoe store 
in Montreal and at the time of his 
death was located at 905 Bleury Street. 
He confined his business to the sale of 
men’s shoes. He was a member of the 
St. Andrew’s Lodge, Masonic Order, 
and was also an honorary member of 
the John C. Bradstone Lodge. 

He is survived by his widow, three 
daughters and a son. 











address should be counted. 
Classified advertising is payable in 





Nan 


CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed sireioen. et 
mum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minioun charge, 
When a box number is desired twelve words should be added for the address. 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 45 words. 
(= Advertisements for this page must be in our New York office on Friday of the week preceding publication. “Gey 











In all other cases each word o “os 








a ee ee 


~~ = oo’ 


reg 
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HOTELS 


HOTELS 


LINE WANTED 














It's always 
at hotel 


ll 
Kennoe on Vth Si. 











in St. Louis 


Tune in your favorite temperature and enjoy cool, restful comfort in a 
Lennox air-conditioned room. Each room with private bath, radio, and 
other refinements. Two air-conditioned restaurants. 

50% of all rooms, $3.50 or less, single; $5.00 or less, double. 


HOTEL MAYFAIR ¢« ONE BLOCK OVER «¢ 





SAME MANAGEMENT 
—=0 





MERCHANTS’ NEEDS 








INCREASE YOUR SALES 
with the original 
SHOE DOCTOR SHRINKERS 





ADDITIONAL SALES are 
made when you obtain the 
confidence of your customers 
by giving those hard-to-fit- 
feet a perfect fit. Our Shrink- 
ing Devices, when used with 
our specially prepared fluids, 
give the proper fit to shoes 
which fit large around the 
top, slip at the heel, or gap 





oan | { at the sides. Any fullness 
$47.50 or wrinkles in leather or 
fabric are easily shrunk 

Curved type Iron without harm. 
Send your order or write for detail information. 
Special combination offer $25.00 (fluids in- 


cluded in above prices) f.o.b. Indianapolis, 
Indiana. 


E. C. SMELTZER CO. 


121 E. Sist Street, Indianapolis, Ind. 





Celebrates 50th Anniversary 


WORCESTER, Mass.—On September 3 
Bertram S. Newell, treasurer of the 
Heywood Boot & Shoe Co., shoe manu- 
facturers, celebrated the 50th anniver- 
sary of his association with the com- 
pany. On the occasion he prepared a 
booklet and presented copies to em- 
ployees, tracing the company’s history 
and his career. 

Mr. Newell traces his rise with the 
company from his initial role of office 
boy to working on orders, tags, pay- 
roll, assisting at times in the shipping 
room. His first trip out as a salesman 
was made in 1891, then came duties in 
regard to factory superintendence, pur- 
chasing of supplies and leather, and 
in 1918 he was elected treasurer. He 
has shared in the executive manage- 
ment during the intervening years. 





Plans Colored Shoes for Men 


MIAMI, FLA.—Sam Bailey, of the 
shoe shop bearing his name, plans to 
introduce something new in smart shoes 
for men in Miami this Winter. Women 
have adopted colored footwear and 
recognize the fact that a colored shoe 
is the proper complement to a smart 
cutfit. Heretofore men have not had 
the opportunity to do this. 

Mr. Bailey says that from now on 
a man can get a blue, pink, rust, green, 
aqua or any other shade combined with 
white or tan leather. He is negotiating 
for these shoes at the present time and 
has submitted samples of the colors he 
wants. 

Last season Miami haberdashers and 
clothiers played up to some extent the 
pastel and deep-tones for evening and 
sports suits and particularly slacks and 
separate trousers. These were offered 
in sharkskin and in linen and Belgian 
crash and men “fell” for them. This 
year they will be more in evidence than 
ever. Mr. Bailey predicts that a man 
wearing these pastel or deep-tone slacks 
is going to feel better dressed and look 
better dressed when his shoes match. 

This may all sound very radical, but 
Sam Bailey knows what he is talking 
about. For years he has been in the 
footwear business in Miami and has 
perhaps fitted more men of prominence 
than any other one person. He knows 
what men want. Some ten or twelve 
years ago he went to New York and 
interested manufacturers there in mak- 
ing women’s shoes for him of Mallinson 
silks which he personally selected. They 
were brought back to Miami as an ex- 
periment and proved to be the greatest 
hit of the year. These plain fabrics 
were followed by the famous “Indian 
Prints,” that Mallinson made, then the 
geometric designs. Other fabrics have 
been employed, until today a woman 
can buy a shoe made of anything from 
mesh to sharkskin. 

Mr. Bailey relates that not long ago 
the manufacturer of an important Sum- 
mer fabric for men while in Miami, 
visited his shop in search of a com- 
fortable, cool shoe. Mr. Bailey fitted 
him and explained what he had in mind 











OPEN FOR LINE | 
Shoe salesman, well-known, 
formerly a shoe manufac- 
turer, who has successfully 
sold the better stores in the 
East and Middle West, is 
open for a line of women’s 
shoes or sandals. 


Preferably to retail up to 
$8.75. 


Straight Commission. | 
Maintains own office in 
Marbridge Building in 
New York City. 
| All replies strictly 
confidential. 
Address: F 504 


Boot and Shoe Recorder 
239 W. 39th St., New York, N.Y. 























MERCHANTS’ NEEDS 








For Spats and 
Shoe Ornaments 


Also our newest patent 
zipper spat. 






. Crawt 
Chicago, Ill. Side 
Salesmen Wanted. 


ve., 
Line 











1.00 = Pouy Cup 
— for Price Tickets 
$2.25 
HALF GROSS 





Tilts at Any Angle 





M. D. Pollinger Co. 


Stamford, Conn. 








regarding colored fabric shoes for men. 
The manufacturer was impressed and 
bought several pairs of the type Mr. 
Bailey hopes to have developed, saying 
he would immediately go to work in 
his plant and attempt to produce a 
light-weight fabric which might be used 
of this character. 

Sam Bailey was a good prophet some 
years ago when he pioneered in Mal- 
linson silks. Knowing the trade as 
he does, it is more than likely his at- 
tempt to introduce colored fabrics for 
men will meet acceptance. 





Manages Clinic Shoe 
Department 


GREENFIELD, Mass.—D. J. Perreault, 
for the past eight years associated 
with the Thom McAn Shoe Company, 
has been engaged as manager of the 
shoe department for the Dr. W. P. 
Fleury foot clinic in the Garden The- 
ater building. 
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Cool Weather Boosts Chicago 
Fall Selling 


Cxicaco, ILL.—Unusually cool weath- 
er following the Labor Day week-end 
and continuing through the following 
week gave Fall shoe business its 
needed buying spurt here. All shoe 
retailers reported the death of white 
shoes until another year and state that 
Fall buying has really started in 
earnest with indications this will be 
ene of the best seasons in years. 

Black continues to lead all colors by 
75 per cent with suede still the most 
popular material. It is interesting to 
note, however, that suede combinations 
with other materials are much in de- 
mand. Glove-fitting types, built-up 
styles, high-riding ties, and illusion 
pumps are the best sellers. Brown is 
the second best seller followed by blue. 
Then comes a scattering of green, wine, 
burgundy and a few multi-colors, 

Sturdy and walking type shoes, 
which are being pushed for wear with 
tweeds, are also beginning to show 
lots of activity with the early need for 
the wearing of Fall clothes. 

Sales of children’s and high school 
age shoes have been somewhat slower 
than usual, due to the delayed opening 
of the schools here because of the in- 
fantile paralysis epidemic. 





Partners Open New 
Corrective Shop 

ToLepo, OnI0—S. E. Oster, for 15 
years Ohio and Michigan representa- 
tive of the Wilbur Coon Co., Rochester, 
N. Y., and R. G. Brackney, who has 
been in the shoe business in Toledo 
for 30 years, have opened the Oster 
and Brackney Shoe Store at 4025 Mon- 
roe Street, to specialize in corrective 
footwear for men and women. Mr. 
Brackney served the government dur- 
ing the World War in corrective shoe 
fitting. 





Lucius Beebe Appoints 
Sales Agent 


Boston, Mass.—Lucius Beebe & 
Sons, Incorporated, announce the ap- 
pointment of the A. R. Mueller Com- 
pany of 922 North Fourth Street, Mil- 
waukee, as agents for the sale of 
Corona patent leather, covering the 
states of Wisconsin, Minnesota, Indi- 
ana and northern Illinois. 





New Physical Culture Store 


New YorkK—The newest Physical 
Culture Shoe store, the first new store 
in the Fall, 1937, expansion program, 
has been opened at 298A Livingston 
Street, Brooklyn. This store presents 
the newest Physical Culture styles, 
particularly in suedes and kids, with 
unique trimmings, and is staffed by 
specialists in fitting. 
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BOOTS AND SHOES 


BRAUER BROS. SHOE CO., St. Louis, Mo................... ex . .28, 29 
BROOKS SHOE MFG. CO., Philadelphia, Pa.. een cee Bk DRatee eaxce ae 
CAMBRIDGE RUBBER CO., Cambridge, Mass.. sap Os MwA Ge 2b tes a ee 
CLAPP, EDWIN, & SONS, INC., E. Weymouth, Mass... INT meme aga es 
CONNELL, J. M., SHOE CO., S. Braintree, Mass.. 5 ces O5. sua e ae neta 50 
CONNOLLY SHOE CO., Stillwater, Minn.............00.000020 0000 cece eee 47 
DANVERS SHOE CO., Danvers, Mass.. PL Sem an tetog Naigec wae ereule pmpite 53 
ELAM, F. S., SHOE CO., Rochester, N. Y., Sp reine ses eae casos : 50 
EMPIRE SPECIALTY FOOTWEAR, Endicott, N. Y.. Bd Seneat ee Re ere le Sn BL 3S 
FREEMAN SHOE CORP., Beloit, Wis............... 000 ccc cee ccc eee eee ees Pte 
GARDINER SHOE CO., Gardiner, Me........... 00.00 c ec eevee ccc cece eens eee eee 3 
GREAT EASTERN SHOE CO., Boston, Mass.......... 0.00000 ccc ccc cece ec seaeeeee. 5O 
GREEN, DANIEL, CO., Dolgeville, N.Y... 2.0.0.0... 0.000 c ccc cee eee 2nd Cover 
Sat a a ai Peer RAT Art: 
HOOD RUBBER CO., Watertown, Mass.................00 00000 cee eee eee eee ie 8 
KRIPPENDORF-DITTMANN CO., Cincinnati, O..... rua Ue RRNA Re ae 
MISHAWAKA RUBBER & WOOLEN MFG. CO., iMicheuske, ‘ted. Ds Bue ae er 
MRS. DAY'S IDEAL BABY SHOE CO., Danvers, Mass.. (ee Supa ee ea 
DETTE MIUTED: Tic? PORTO, ONS c oo oc obo occ Since cd ea cade es paareeoetemeeey | 52 
Ce te i BION, FAOOos k ais coc che ccee es ween cee awe. oh 52 
Ss ie aOR, ne io o's wk bane bce 0 cone keno es ni oa eva bes 53 
SCHWARTZ & HERDER, INC., Philadelphia, Pa...............00 6.06.0 e cece eae 52 
SWAN SHOE COMPANY, Baltimore, Md..........0.0.0 ccc ccc cee cee eee uvers 42 
VAUGHAN-TOWLE CO., Wakefield, Mass..............0.60 000 0c c ccc eeceee eee 48 
We Ce ts es LOIN Oia Son ioe hoon bbe Chee eR bear andees .. 4 
LEATHER AND OTHER MATERIALS 
ALPRED: VAMOS, New York Gi. occ ce icc cc cedecccdccweccatsnccucevecs .. 644 
AMERICAN GAR LEATHER COs oo oc cecil ei cece ee eee es 38 
DEWEY & ALMY CHEMICAL CO., Cambridge, Mass...................... Front Cover 
EAGLE-OTTAWA LEATHER CO., Grand Haven and Whitehall, Mich........... 3rd Cover 
EISENDRATH, B. D., TANNING CO., Racine, Wis..... 2.0.2.0... 0005 cece cece eee ees 33 
ENGLAND-WALTON, DIV. OF A. C. LAWRENCE LEATHER CO., Boston, Mass...... 44 
EVANS, JOHN R., & CO., Camden, N. Ju... 2. cece cece cece tee te eens 6, 7 
GALLUN, A. F., & SONS CORP., Milwaukee, Wis.............00.0 0.00 ec ee cee 37 
GOODYEAR TIRE & RUBBER CO., Akron, O............. 000 ccc cc cece eee cee ene 25 
LEVOR, G., & CO., INC., New York City. .....0 0... ccc ccc ce cece e ees 2, 3 
OHIO LEATHER CO., Girard, O.......... cc ccc ccc cece cee cece ecu eeeeuecnenes 34 
SETON LEATHER CO., Newark, N. J...... 0. ccc ccc ccc eee eee cee neeaeeeees 9 
UNITED STATES RUBBER PRODUCTS, INC., New York City....................... 40 
MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, ETC. 
COMPO SHOE MACHINERY CORP., Boston, Mass..............000. ccc ce eee c nese I 
E. 1. DU PONT DE NEMOURS & CO., INC., Arlington, N. J... 0.0... cece eee cea 31 
NATIONAL VULCANIZED FIBRE CO., Wilmington, Del................0.. 00020000. 48 
UNITED FAST COLOR EYELET CO., Boston, Mass.............0. 0... cc ccc cee eu ecuee 55 
UNITED SHOE MACHINERY CORP., Boston, Mass.................. 0c c0c eee cee 39, 51 
STORE EQUIPMENT AND ACCESSORIES 
HOWELL MFG. CO., St. Charles, Ill.... 0... 0. ccc cece cere e eect ee eel 46 
MANOLIS MANUFACTURING CO., Chicago, Ill...................... Pia ig thy Spoest 56 
POLLINGER, M. D., CO., St. Louis, Mo......... 00. c cece ccc e cece ccc eeeeeceseees 87 
OUI UNIS Oa PUI I Vek ccc boda ccddcccdcccccssccdsestcuedcigcessoce 54 
SMELTZER, E. C., CO., Indianapolis, lind... ........0... ccc cece cc cece cece cece: 57 
WEEP GOIPPNT, St. LOU, MO. co cbc leit ecc cee cceencecseccdscas ” 
MISCELLANEOUS 
BARIS SHOE COMPANY, New York City. ........ 2.020.060.0000 ccc cece cece ee eee 56 
Sire Mareen: SP, Lotta Whig noi ia ie ea cc iccveicvcvenc cesses 57 
ee I, PN WOR I ok Soba Sic Sips 56 os co bcepivicduetcdebucdcicbeis 56 
KIRSCH-BLACHER CO., INC., New York City..........0.00000 0000 ccc ccc eee. 56 
STEPHENSON LABORATORY, Boston, Mass..............00. 000 ccc cece ec cece 56 
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T'S NOT TOO LATE 


eC ds again! These three short words not 

“aly describe the women’ s Fall shoe situation but 

it early forecasts were more than 

- accurate. Women ee buying Suede shoes this 

MURIEL | pre . + « More so than ever before. And there’s 
"still time to order suedes to replenish stocks de- 


pleted by the opening rush. 


Suede shoes for women are an In-Stock item at 
Vitality in a wide range of widths and sizes, featur- 
ing attractive patterns in the vogue of Fall. These 
shoes are right . . . from every angle. Styled by 


Vitality craftsmen, they're priced to sell. It’s NOT 
MERCEDES Itgiiey Craktsmem, ary re priced to se s 


_ too late to order suedes . . . for many extra pairs 


during October atid’ November. 


VITALITY SHOE COMPANY, ST. LOUIS, MO. 
Branch of International Shoe Company 
CHILDREN’S 
WOMEN’S MEN’S BOYS’ 
AAAAAwSEE ADAG A = s Ato Complete Widths 


Sizes 2to 11 Sizes5to 14 4 5) con te 6 $0.20 12 3 50 


$6.75 and $7.75 $5.50 and $6 semi Priced according to size 


Vitality Growing Girls’ and Thrift Grade Shoes for 
women $6.00. Vitapoise Feature Shoes for children 
$3.50 to $6.00, priced according to size. 


Vi ITY 
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_ SRAULBINGS 


Counters 


The Support That 


Makes Them Champions! 


i Another home run! While thou- 
| sands watch and cheer/ Those thousands 
crack down just as hard on their shoes as the 
Yankees do on a rookie pitcher. Every off- 
balance step pounds unmercifully on the back 
part of the shoe. Alert manufacturers are put- 
ting Spaulding Counters in shoes for active men 
The small additional investment 


and women. 


pays them well. Returns for faulty back-parts 


NO OTHER PART OF THE SHOE MEANS SO MUCH... 


are eliminated. And their shoes look trim and 
neat with proud upstanding quarters during 
the entire life of the shoe. The headache of 
wrinkled, crumpled counters is gone when you 
Specify Spaulding 


use Spaulding Counters. 


Counters for your shoes, 


PAULDINGS 


Counters 


“Wnade in North Rochester, N. H. 


AND COSTS SO LITTLE 
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When you jalace your orders this 


season— don't neglect 


KIDSKIN 
FOR SPRING: 





When more and more women insist on shoes of Kid, for their dainti- 
ness, for their lightness and pliability, for the smart beauty of glazed 
kid's high-lighted, lustrous colors, be one of those smart retailers able 
to supply them. The wheel of fashion has always turned to smooth, 
light leather after periods of reversed leather and suedes. And there 
have been indications for some time now that the vogue for glazed 
kid is going to come in with a suddenness that will leave some retail- 
ers “short”. So round out your orders, and when milady asks for a kid 
shoe for evening wear ... for kid pastels for Palm Beach and sum- 
mer ... for a pair of kid shoes for shopping ... be ready to turn that 
request into a profitable sale. Remember when your manufacturer 
tells you he is using upper and lining kid by Surpass you'll know 


he is giving you the most kid for your money. 


SURPASS LEATHER CO. 


PHILADELPHIA 


Tanners of Black and COLORED Glazed Kid for outside New York, Boston, Cincinnati. St. Louis. 


and lining stocks 
Tanners of Black and COLORED Suede Kid for outside stock and Milwaukee. London, Paris, Basel. 


Tanners of Genuine Black Glazed Kangaroo Milan, and other Foreign Cities. 
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tal 


<aeaitlogs 


@A New and Different Line of 
High Style Dress Footwear 


@ Attractive Surface Textures 
made by special Patented 
Process 


@Designed for the consumer 
who wants Ultra Smart Style 


@ Priced to provide an oppor- 
tunity for Real Profits 


@Styles for Men, Women 
and Children 


MEN'S OXFORD 








Hood FEATURES Sell People the First Time 
-Heeb— 


Hood QUALITY Brings them back .. . 





HOOD RUBBER COMPANY, INC., WATERTOWN, MASS. 


Branches at: Atlanta, Ga.; Baltimore, Md.; Boston, Mass.; Chicago, IIl.; Cincinnati, O.; Cleveland, O.; Dallas, Tex.; 

Denver, Col.; Detroit, Mich.; Kansas City, Mo.; Los Angeles, Calif.; Minneapolis, Minn.; New Orleans, La.; 

New York, N. Y.; Philadelphia, Pa.; Pittsburgh, Pa.; Providence, R. I.; St. Louis, Mo.; Salt Lake City, Utah; 
San Francisco, Calif.; Seattle, Wash.; Syracuse, N. Y. 











—directing an advertising 
vate W1-)lbtale me) celene-taal 






Just as in navigating a stormy sea, all available guides to skill 
should be employed. But although reliable business papers 
possess a special knowledge of the markets they serve, many 
advertisers overlook this trustworthy source of guidance. 


By “reliable” we mean the A. B. P. sort of publications that 
employ highly trained editors whose sole obligation is to glean 
and interpret important events, to advance practical ideas, to 
render tangible help to readers who want it enough to pay 
for it. . . the kind that devote themselves so diligently to the 
subscribers’ interests that they can truthfully offer advertisers 
“packaged influence” reaching a “conditioned” audience. 








Men who represent A. B. P. publications have under their 
hats, and in their files, a specialized knowledge that can help 
you steer a true course to advertising economy and maximum 
sales results. They are more than “space peddlers”. They'd 
rather hear about your sales problems than extol the virtues of 
their publications, for only then can they be of genuine help, 
whether the solution indicates their own papers or not. And 
you can be sure that they will respect your confidence. 


Next time you see a Boot and Shoe Recorder man, toss him 
a few questions that bear upon your market objectives. If he 
can't make a helpful suggestion based on his own experience 
in his publication's field, the chances are excellent that one of 


his editors can. 





BOOT AND SHOE RECORDER, October 2, 





1937 


TWELVE WAYS THE 
BOOT AND SHOE RECORDER 

REPRESENTATIVE 
CAN HELP YOU: 





1. To sense and evaluate significant trends. 

2. To determine market potentials. 

3. To suggest product or package changes. 

4. To help you select and reach your prime prospects. 
5. To help plan sales and advertising strategy. 

6. To aid in improving sales and distributive setup. 
7. To help you see your business as business sees it. 
8. To scan copy for trade jargon. 


"9. To suggest new products, or new markets for old 
products. 


10. Tc suggest ways to make sales promotion more 


effective. 


11. To help devise practical merchandising material. 


12. To point out specific sales opportunities. 





BEARS THE 
TWIN Beane 


Authentic facts 


nO RECORDER iW) 





Impartial measurement 


of reader interest WN relating to 
in terms of paid KNov itorial scope and 
VALUE readership analysis 


circulation 








BOOT AND SHOE RECORDER 


239 West 39th Street, New York, N. Y. 



































BOOT AND SHOE RECORDER, October 2 





- 


BOOT AND SHOE RECORDER, October 2, 1937 


STYLE 
FINISH 


The new Diamond Brand 
Aluminum Fast Color Eyelets 


have many points of superiority. 
Chief among them are: 
@ ALUMINUM BASE 
@ CELLULOID TOPS 


@ FAST COLOR 


ROLL SETTING 
@ NON-RUSTING 


@ DURABILITY AND 


as, 


DISTINCTIVE APPEARANCE : % ne 
me she. 
ork shoes 
le and be 
at they t 
brk shoes 
actual we 

Bsigned sp 
rfect serv 
bes that V 


UNITED FAST COLOR EYELET COMPANY eens 


ne 
140 FEDERAL STREET, BOSTON, MASSACHUSETTS _ 





ork shoes is a fine art. We have devoted endless study 
actual working conditions in various industries... and 


: signed special types of shoes to stand up and give 


rfect service under those conditions. We build work 
bes that WORK...and wherever you can find construc- 
bn men, bridge builders, steel men, sandhogs, farmers, 
ners, factory workers... you'll find Endicott Johnson 


NDICOTT JOHNSON 


work shoes ON THE JOB. & Millions of American work- 
ingmen know these shoes for their consistent fine 
quality, their economy, their comfort, their amazing 
durability. Millions will buy no other. They are the 
accepted shoes of American industry. @ That's why we 
say: If you want work shoes that workmen know...shoes 
that will stand the gaff and bring ’em back for more ... 
shoes that will move in and out of your store like clock- 
work...you can’t do better than stock your shelves amply 
with Endicott Johnson work shoes shown on the following 
pages. @ They are the shoes that made us famous. 


ENDICOTT, N.Y. ° ST. LOUIS, MO. * NEW YORK CITY 














968—Men's Gun Metal Blu. 
cher, Composition Sole, 
Rubber Heel, Grain Inner, 
Goodyear Welt. Sizes 5/12, 
Width E............ $2.10 





972—Men's Black Calfskin Blu- 
cher, Full Double Oak Sole, 
Grain Inner, Linol Outsole, 
Long Leather Counter, Wear- 
proof Lining, Caulk Welt, All 
Leather, Goodyear Welt. Sizes 
5/12. Widths D, E....... $3.60 












8076—Men's Russia Calf- 
skin Blucher, 3/4 Double 
Oak Sole, Grain Inner, Rub- 
ber Heel, All Leather, 
Goodyear Welt. Sizes 5/11. 
Widths D, E......... $3.25 


8077—Same in Black Calf- 
$3.25 


ohbines pk as ee 3. 











1020—Men' Box Russia Blucher, 
Oak Sole, Rubber Heel, Grain 
Inner, Goodyear Welt. Sizes iA 
Wide a, C, D, €......... 


1021—Same in Black. Sizes 5/12. 
Oo | oS Sane $2.60 
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977—Men's Gun Metal Blucher, Full Double 
Oak Sole, Grain Inner, Rubber Heel, Caulk 
Welt, Wearproof Lining, Goodyear be 
Sizes 6/12. Widths C, D, E............ 










978—Men's Gun Metal Blu- 
cher, Full Double Oak Sole, 
Grain Inner, Rubber Heel, 
Caulk Welt, Wearproof Lin- 
ing, Goodyear Welt. Sizes 
5/12. Widths C, D, E. $2.60 









et, 








973—Men's Gun Metal Blucher, Crosscord Sole and 
heel, Caulk Welt, Grain Inner, Wearproof lining, 
Goodyear Welt. Sizes 6/12. Widths C, D, E. $2.35 






-_ — =~ 





1152—Men's Brownstone Blucher, 

Full Double Oak Sole, Steel 
Shank, Grain Gusset, Wide Back- 
stay, Rubber Heel, All Leather, 
Arch Seal Quality Goodyear 
Welt. Sizes 6/12 $ 


1153—Same in Black Elk. Sizes 
OE cnihi co de do ui $3.15 











1081—Men's Black Elk Blucher, 
Full Double Oak Sole, Grain 
Insole, Caulk Welt, Rubber 


1208—Men's_ Black 


Elk Blucher, Full 
Double Oak Sole, 1080—Same with Single Extra 


Caulk Welt, Grain Heavy Composition Sole. Sizes 
a, pong py “of GANA cd oz cu tieincowwes $2.10 
oodyear elt. RS 4 
* Boy 1079—Same with Cap Toe. 
Stace 6/12... 52.58 . asf. <0... P $2.50 
1210—Same_ with ; 
Crosscord Sole and 
Heel, No Caulk Welt. 
Sizes 6/10....$2.10 


1088—Men's Tan Elk Blucher, Full 

Double Oak Sole, Oak Heel, Caulk 

Welt, Grain Inner, Goodyear Welt. 
5 


CCT, ar $2.55 


1158—Men's Eskimo Calf Blu- 
cher, Full Double Sole, Oak 
Outsole, Kromelk Middlesole, 
Leather lined Vamp, Leather 
Heel, Steel Shank, All Leather, 
Arch Seal Quality, Goodyear 
Welt. Sizes 6/14 $3.25 


1061—Men's Black Elk Blucher, 
Oak Middlesole, Crosscord Outsole 
and Heel, Goodyear Stitched Con- 
1060—Men's Black Elk Blucher, Full struction. Sizes 6/12 $2.10 
Double Oak Sole, Caulk Welt, Rubber 
Heel, Goodyear Stitched Construc- 
tion. Sizes 6/12 


ACCEPTED 














102—Men's Black Retan Blu- 
cher, Double Oak Sole to 
Heel, Grain Insole, Leather 
Heel, Nailed Construction. 


Sizes 6/12. ..... . $2.05 





187—Men's Black Elk Blu- 
cher, Steel Safety Toe Box, 
Double Kromelk Sole to 
‘Heel, Kromelk Heel, Grain 
Inner, Nailed Construction. 
Sizes 6/12. ......... $2.75 








» 
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55—Men's Black Retan 8 Inch 
Blucher, Full Double Oak Sole, 
Linol Treated Outsole, Grain In- 
ner, Rubber Heel, Nailed Con- 
struction. Sizes 6/12 $2.65 


52—Same with Oak Middlesole 
and Paracord Outsole... .$2.25 


27—Men's Black Elk Blucher, Double Sole, 
Oak Middlesole, Shield Bar Outsole, 


: Grain Insole, Rubber Heel, Nailed Con- 
106—Men's Black Elk Blu- struction. Sizes 6/14 $1.85 


cher, Double Oak Sole to 
Heel, Grain Insole, Rubber 28—Same in Cherry Elk Blucher 
Heel, Nailed Construction. 
ee | See $2.05 


127—Same with Leather 
NN a5 .ke Apra'y ew eo $2.10 


108—Men's Black Elk Blucher, Full 
Double Sole, Leather Middlesole, 
Shield Bar Outsole, Grain Insole, 
Rubber Heel, Nailed Construction. 
Sines 6/12. .¢.......0800 88 $1.90 


100—Men's Black Wax Blucher, Diamord 
Welt Sole, Rubber Heel, Nailed Constru:- 
tion. Sizes 6/12 








“Sree? ee Oa en gs a 


220—Men's Extra Heavy 
Dark Elk Blucher, Full Vamp, 
Heavy Full Length Oak 
Middlesole, Extra Heavy 
Paracord Outsole, All 
Leather Nailed Construc- 


203—Men's Cherry Elk Blucher, 
Extra Heavy Composition Sole 
and Tap, Grain Insole, Rubber 
Heel, Iron Heel Rim, Nailed 
Construction. Sizes 6/i2. $1.80 


206—Same in Black Elk. 


tion. Sizes 6/12 $2.10 
221—Same in Black Elk. 


34—Boys' Black Elk Blucher, Double 
Sole to Heel, Oak Middlesole, No 
Mark Outsole, Grain Insole, Rubber 
Heel, Nailed Construction. Sizes 


34'%4—Same in Sizes 9/13!/2. $1.50 
31—Same with Cap Toe. Sizes 1/6. 


31Y%4—Same with Cap Toe. Sizes 
9/134. 


403—Boys' Black Wax Blu- 
cher, Composition Diamond 
Welt Sole, Rubber Heel, 
Nailed Construction. Sizes 
ee $1.30 


403%s4—Same in Sizes 
{sree $1.20 


207—Men's Natural Retan Blucher, 
Full Double Oak Sole, Paracord Tap 
Leather Heel, Iron Heel Rim, Grain 
Insole, Nailed Construction. Sizes 
/ $2.15 


201—Same in Black Retan with Rub- 
ber Heel, Iron Heel Rim 10 


415—Boys' Black Wax Blu- 
cher, Extra Heavy Composi- 
tion Sole and Tap, Grain In- 
sole, Rubber Heel, Iron Heel 
Rim, Nailed Construction. 
Sites 0/65. .0 0. ccc eee $1.50 




















56—Men's Black Wax 14” Blucher, 
Double Oak Sole to Heel, Rubber 
Heel, Nailed Construction. Sizes 
| SERRE OR teeny $2.70 


59—Same with Diamond Welt 
Composition Sole. Sizes 6/12. $2.15 


580—Boys' Black Elk 11” Blucher, No- 
Mark Quality Diamond Welt Sole, Rub- 
ber Heel, Nailed Construction. Sizes 
TORS Ce a $2.10 


580'%4—Same in Little Gents’, 10” 
Pattern. Sizes 9/13!/2 $1.90 





571—Boys' Black Wax 11” Blucher, 
Diamond Welt Composition Sole, Rub- 
ber Heel, Nailed Construction. Sizes 


$1.72 


571Y%4—Same in Little Gents’. Sizes 
$1.52. 


76—Men's Black Retan 16” Blucher, Kromelk middlesole, 
Oak outsole, Paracord Tap, Rubber Heel, Iron Heel Rim, 
Grain Inner, Nailed Construction. Sizes 6/12 $3.60 


69—Men's Black Elk 16” Blu- 
cher, Oak Middlesole, Extra 
Heavy No-Mark Outsole, Rub- 
ber Heel, Nailed Construction. 
Sizes 6/12. ............ $3.35 








1120—Men's Finished Tan Elk 
17” Blucher, Grain Gusset, Heavy 
Single Oak Sole, Rubber Top 
Lift, All Leather Goodyear Welt. 
Sizes 6/12 $5.35 


% 

1136—Men's Eskimo Calf 16” Blucher, Leather 
Lined Vamp, Loose Strap and Buckle, Grain 
Gusset, Outside Counter Pocket, Riveted Steel 
Shank, Leather Caulk Welt, Extra Heavy Full 
Double Oak Sole, Solid Leather Heel, All Leather 
Goodyear Welt. Sizes 6/12 


1137—Same in 18” Pattern 
1131—Same in 12” Pattern 


1118—Men's Hard Finished Cherry Elk 17” Riding 
boot, Ankle Strap and Gore Strap with Brass 

» Heavy Single Linol Sole, Leather Heel, 
All Leather Goodyear Welt. Sizes 6/12... .$5.35 


M9—Same in Hard Finished Eskimo Calf. 


ACCEPTED 





2948M—Men's 16” Paracord Ankle Fit O. D. 
Pac, Crepe Sole, Five Eyelets at Top Only. 
SOMO GAUGE coos so enna vavvewciewas $2.88 


2949M—Same in 12” Pattern 


2893M—Men's 16” Brown Elk Paracord Leather 
Top Lumberman's Pac. Black Sole and Heel, 
Leather Insole. Sizes 6/12 


2891—Same in 14” Pattern 
2889M—Same in 12” Pattern, Crepe Sole. $3.42 





a. eS 





X412—Men's Black Retan Blucher, Steel t 

Toe Box, Oak Middlesole, Paracord Out- <4 
sole, Grain laner, Rubber Heel, Nailed 
Construction. Sizes 6/12.......... $2.35 J, 








200—Men's Natural Buckskin Blucher, 
Composition Sole and Tap, Rubber Heel, 
lron Heel Rim, Grain Inner, Nailed Con- 
struction. Sizes 6/12.............. $1.65 


202—Same in Black. Sizes 6/12... .$1.65 
y «J ; 4 


210— Men's Natural Retan 
Blucher, Full Double Oak Sole, 
Oak Tap, Leather Heel, Grain 
Inner, Nailed Construction. 
OURS cok sndsacced $2.45 


Man_¥2 


ENDICOTT JOHNSON (ee) gnoicorr wy. + 

























523—Boys' Black Wax Scout 
Bal, Paracord Sole, Nailed Con- 
struction, Rubber Heel. Sizes 





ee cil ain d vee ee $1.15 
523%4—Same in Little Gents. 
Sizes 10/13!/o. ......... $1.05 





411—Boys' Black Elk Blucher, Double Oak 
Sole to Heel, Rubber Heel, Grain Inner, 
Nailed Construction. Sizes 1/6.....$1.90 


411% —Same in Little Gent's. Sizes 
7 || Sea pe SAG A eet Ga i $1.75 


413—Same with Plain Toe, Leather Heel. 
[SSE || AEE ARES Bien ieee a, $1.95 


413%—Same in Little Gent's. Sizes 
9/13. Pe a $1.80 





126—Men's Black Elk Blucher, 3/4 Oak 
Middlesole, Paracord Outsole, Grain 
Inner, Rubber Heel, Nailed Construc- 


tion. Sizes 6/12. ...........005- $1.70 
125—Same with Oak Sole, Leather Heel. 
BRECON ov ekateevorpieraes $2.00 


405—Boys' Black Elk Blucher, 
Composition Sole and Tap, 
Rubber Heel, Iron Heel Rim, 
Grain Inner, Nailed Construc- 
tion. Sizes 1/6......... $1.65 


405'/4—Same in Little Gents’ 
with Leather Heel, Steel Hee! 
Plate. Sizes 11/13!/.. . .$1.50 


ST. LOUIS, MO. © NEW YORK ¢ 
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THE QUALITY BOX TOE 


towing 


cel 
NEED CARE 


. . « Child foot health depends upon 
flexible shoes. . . . School-play shoes 
should have ample toe room and must 
be correctly fitted if they are to com- 
bine health and wear. 


. . « Children’s shoes . . . built with 
Celastic . . . provide adequate toe pro- 
tection, afford proper flexibility across 
the tip line and definitely eliminate 
wrinkled toe linings — all outstanding 
points of importance to the proper care 
of growing feet. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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It’s simple to 


STOP THIS Just specify 
BREASTLOCK HEELS 


TRADE MARK 
No extra cost on most types of shoes 








Don't take chances! Broken heel breastings spell trouble, 
expense, and many lost or disgruntled customers. 
For complete information regarding this proved achieve- 
ment in better shoemaking write to our nearest factory. 








Factories at Auburn, N. Y. Columbus, Ohio Conway, N. H. Lawrence, Mass. St. Louis, Mo. 
Affiliated: DOMINION WOOD HEEL CO., Montreal and Quebec, Canada 


F.W. MEARS HEEL COMPANY, Inc. 


140 FEDERAL STREET BOSTON, MASS. 
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Ariels are the original | 


feather-light unlined rubbers 


@ When Ball-Band designers originated styl- 

ish, unlined, feather-light, Ariel rubbers, 

footwear dealers immediately discovered 

that here was MORE than a rainy day item. 

Here was a snappy, fast-selling line of pro- 

tective footwear that tied right in with their 

regular everyday sales of fine shoes. Cus- 

tomers were immediately attracted to the came cmon 
trim, sleek appearance of Ariels; they liked Smart Kid Leather Finish 
the astonishing ease with which Ariels can 

be slipped on and off; they liked the idea of 

a rubber so light in weight: so fine fitting. 

Dealers who are eager to boost sales and 

protits — now and throughout the season — 

should write for full details about Ariels. 


MISHAWAKA RUBBER & WOOLEN 
MFG. CO. 


Mishawaka, Indiana CHILDS SATIN FINISH 


ARIEL FOOTHOLD with stretchy net lining 
Lightest Practical Construction 


ARIEL CROQUET 
Smart Satin Finish 


MEN’S SAVOY 
MENS RUBBER OXFORD 
ARIEL CLOG Looks like a 
A rubber men like kid leather oxford 


BALL BAND 
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In Stock 


THE DEARBORN, S-744; a new full toe custom style in rich brown Norwegian calf 





ARE YOU GOING IT ALONE? 


The operating of a retail shoe business or department is not a lazy man’s job... 
it’s a man’s size job of ample proportions. That’s why merchants and depart- 
ment managers should assay the advertising and merchandising help they get. 
Florsheim dealers are offered the advantages of the largest and most compre- 
hensive campaign of advertising and merchandising suggestions and helps in 
the shoe industry . . . they have, indeed, an active and aggressive partner. The 
Florsheim representative in your territory will be glad to go over our entire 
advertising program with you ... and, at the same time, to show you his 


complete line of Spring and Summer samples. Just send us a post card today. 


$ 
RETAILING AT q 0 MOST STYLES 


THE FLORSHEIM SHOE 


THE FLORSHEIM SHOE COMPANY @ Manufacturers e CHICAGO 





